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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
Cities: 


Mlinols Wisconsin Missouri Michigan Pennsylvania 
Aurora Milwaukee St. Joseph Bay City Altoona 
Cicero Racine St. Louis Flint Chester 
Decatur Superior Grand Rapids _ Erie 
East St. Louis Madison Nebraska Jackson Harrisburg 
Joliet Omaha oe ga — 
Rockford Kansas nsing 

; Wichita New Hampshire gansing Wilkes Bar 
Indiana Topeka Concord 
kvanaville Manchester 
Gary Nashua 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 
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70 Cc 


20 





KENTUCKY 


After building solidly in our home State 
for seventeen years, we are now entering a 


number of other States, among them KEN- 


TUCKY, where there is open territory in the 


central and eastern parts of the State. 


Reduced 


January Ist. 


premium rates were effective 


If your reputation and character are A-1, 
and you are old enough to begin building a 


business for yourself under an unusual 


General Agent’s contract, address 


W. Caswell Ellis, Agency Manager, 


SOUTHEASTERN LIFE INSURANCE CO. 


Organized 1905 
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Are You Another Wise Man? 


Py 





and the highest average interest earning, save three. 


DALLAS EL PASO 
You Will Receive 


1. A liberal first year commission. 
2. A renewal commission for nine years. 





Your Opportunity in the Lone STAR]State is Calling You 


TEXAS with her healthful climatic conditions, her wealth from natural’resources is the ideal opening for you. 


4 


The company giving you this opportunity is one of the forty-six American Life Insurance Companies with more than $100,000,000 of insurance in 
force. Of this group it has the largest ratio of surplus to liabilities. It has been operated more than a quarter of a century and is the second largest 
American life insurance company of its age built other than by consolidation. : 


In 1921 it had the lowest mortality of any of the $100,000,000 group 


General agency contracts direct with the home office are available in the following territories: 


AMARILLO HOUSTON 


3. A collection fee during the life of the policy, | 
4. An office allowance, ; 


5. An allowance for expense of development. 
Answer your opportunity and address ‘‘Texas’’ care of THE SPECTATOR 




















GENERAL INSURANCE OFFICES 


WILL IN 1923 


PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will carn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 

This is a strong, conservative, clean Company that is suf 
ficiently progressive to fit into the life department of a ger 
eral insurance office In 1925 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurances 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE KENTUCKY 














A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium | 
plan, up to $3,000, to young men and young women} 
as young as age 2—Protective insurance and Educae | 
tional and Business Start Endowment insurance,” 
This extension of the age limit for Ordinary insurance® 
down to age 2 helps our Agents considerably. We% 
issue Participating and Non Participating policies. | 
As regards adults, we write contracts with Double? 
Indemnity provisions covering any kind of fatal acci- | 
dent, or with Double Indemnity provisions covering | 
fatal travel accident only, as may be desired. We® 
issue policies with Waiver of Premium and Disability | 
Annuity or Instalment Payment features. We insure 7 
males and females at the same rates. 4 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL; 


ct 
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FEATURES IN THIS ISSUE 





Alabama Sales Congress 

U. S. Chamber of Commerce 
Discuss ‘‘Twisting’’ in Chicago 
Pennsylvania Federation Meeting 





New York Agents’ Program 
Communication from Dixie Fire 
Saving Bank Insurance 
Development Methods 








PROPOSED CHICAGO 


RATE BILL CRITICIZED 


C. J. Doyle Represents Companies at Dailey Committee Hearing and 
Peints Out Weaknesses of State Conirol of Fire Insurance Rates 


{ Special Correspondence to Tite SpecTAror 


I’ the State of Illinois should decide to enter 
the business of rate making for fire insur- 
ance, through the etablishment of a special 
bureau for such purposes, as provided in 
legislation now being drawn, an additional 
burden of approximately $1,000,000 a year 
will be heaped upon the tax paying citi- 
zens of this State to maintain such an or- 





ganization. 

In addition, if this highly technical adjunct to the successful 
conduct of the fire insurance business is taken out of the hands 
of the fire insurance companies, where it is now conceded to be 
efficiently administered to the public’s benefit, the business 
interests of this State may find themselves deprived of ade- 
quate insurance protection, through the withdrawal from the 
State of the important fire insurance companies, because they 
will refuse to risk their resources by insuring risks at rates 
which experience shows will be too low to warrant doing busi- 
ness. 

Refusing to be party to any movement which would bring 
about such conditions, the fire insurance companies of this 
country, through their representative, C. J. Doyle, associate 
counsel of the National Board of Fire Underwriters, have made 
known their stand on the question of State regulation and super- 
vision of fire insurance rates in Illinois. 

Discussing in detail, before the Committee Saturday, the 
tentative regulation measure which the special Senate insur- 
ance investigation committee has devised, as the result of its 
inquiry during the last few weeks, Mr. Doyle, in no uncertain 
terms, cautioned against throwing the industrial activities of 


[Illinois into chaos, an inevitable consequence of State rates. 

Mr. Doyle was given the entire time of the committee Sat- 
urday and, in an illuminating discussion, applied the search- 
light of experience to the proposed rating bill and showed up 
its infirmities by offering for the committee’s consideration a 
vast amount of fact and figures gathered from the experience 
of the business with State-made rates, which, it was clearly 
shown, blasted away the very foundations from the State rat- 
ing idea. 

Recalling the testimony of other witnesses before the com- 
mittee, Mr. Doyle dwelt upon the views of Herman B. Seeley, 
made earlier in the investigation, to the effect that the fire in- 
surance companies doing business in this State have evaded 
On this score Mr. Seeley 
Because a sur- 


paying certain taxes since 1870. 
then urged a full investigation of this matter. 
charge of 10 per cent had been levied by the companies during 
the war, Mr. Seeley contended that rates were too high and 
should be supervised and made by the State. In answer to 
these charges, Mr. Doyle proceeded to show that Mr. Seeley 
had not been actuated by a public motive in making them. 
“\Ir. Seeley is serving in self-interest in this matter,” declared 
Mr. Doyle, “and has a contingent commission from the City 
of Chicago to ferret out alleged unpaid taxes. At one time he 
held a roving commission for investigating the books of the 
fire insurance companies. His grievance as to rates amounts to 
60 cents, because his rate was raised from $6 to $6.60 during 
the war period, when conditions demanded such an increase.” 
It was also pointed out that in the matter of taxes Mr. Seeley 
has brought to the attention of the committee a matter which is 
now being determined by the Supreme Court, and which, if 
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made a part of the investigation by the committee, as suggested 
by Mr. Seeley, might place the committee in an embarrassing 
position in the event the Supreme Court should find differ- 
ently than the committee. 

“The motives of Seeley must be considered ulterior,” de- 
clared Mr. Doyle, “as he has never answered the question as 
to whether the business of fire insurance is being economically 
operated.” 

The charter of the Chicago Board of Fire Underwriters, 
which has been the object of so much attack by the committee, 
because of its broad powers, was defended by Mr. Doyle, when 
he urged the committee to reflect before attempting to strike 
down this organization, “whose record ever since it was estab- 
lished has been an honorable one, and its motives never ques- 
tioned. The works of this organization are well known, its 
books and its acts are opened to examination and the closest 
scrutiny is invited.” 

Criticism from members of the committee that companies of 
foreign countries were usurping the business in the State to the 
exclusion of home capital was answered by Mr. Doyle, when 
he showed that it is not the fault of the companies, but of home 
capital which refuses to invest in enterprises where returns are 
so slow as those of the fire insurance business. Another rea- 
son he pointed out is the reciprocal or retaliatory laws 
which discourage capital, because of the tax burdens brought 
about through such measures. In the Eastern states, he pointed 
out, more companies are organized, because there are no such 
laws. Foreign companies cannot be accused of preempting 
this field, he contended, and added, ‘fas a matter of fact, for- 
eign companies are discriminated against in the matter of 
taxes, they being required to meet heavier levies than do domes- 
When the loss comes we welcome the company 
Point- 


tic companies. 
from anywhere, so long as they keep their contract.” 
ing to the San Francisco conflagration, he showed that for- 
eign companies were among the first to meet claims fully, and, 
in contrast, a company organized by Illinois capital was the 
first to default in its payments. 

These points brought Mr. Doyle to the question of taxa- 
tion of insurance, indirect taxation. He declared, “I believe 
the time is coming when men in public life will be asked 
whether this system of indirect taxation on the people 1s 
economically sound.” It is an imposition on the frugality of 
the people of the country, said Mr. Doyle. To obtain the 
difference between the amount needed for Governmental ex- 
penses and that collected by the general tax levy, each adminis- 
tration, vying with its predecessor to offer the taxpayer a cent 
or two reduction in the tax rate, levies an “indirect tax” on 
industry, charged Mr. Doyle. 

While more than $3,500,000 was taken from the insurance 
companies for taxes in Illinois last year, he pointed out that 
but $108,000 of that amount was allowed to the State insur- 
ance department for supervision of insurance, the original ob- 
ject of the tax. 

Senator Dailey, chairman of the committee, concurred in 
Mr. Doyle’s views on this question. ‘The method of indirect 
taxation is unjust, unfair and inequitable,’ declared Senator 
Dailey, “and the time is coming when we should get away 
from such unsound impositions on industry.” 

While insurance is declared to be impressed with a public 
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interest and may appear to require regulation by Governmen 
it cannot be treated in the same manner as public utilities are 
handled, said Mr. Doyle. “Public utilities have large physical 


properties representing vast sums of capital. If State-mage 


rates for utilities are intolerably low, they have no decision jy 


the matter but to continue, because their properties must be 
maintained, but an insurance company, if State-made rates 
are too low to risk their resources on, can withdraw from the 
field.” In that event the greatest sufferers will be the people 
whose credit cannot be maintained without sound insurance, 

“This proposed bill,” said Mr. Doyle, “proceeds along the 
lines of the State making the rates and using the yardstick 
It takes from those men who have been trained along scientifc 
lines and have the scientific knowledge, the duties of making 
rates, and it provides it in the most drastic way it has en 
been presented. It is designed after that now being used jy 
the State of Texas, which has been found to be impracticable. 
After six years of operation of the Texas State Rate Making 
bureau, there are today over 1500 towns where there has never 
been a rate decided upon and losses are occurring there and 
policies expiring, and the machinery is not functioning.” 

Under the Texas method, the State bureau establishes a rat 
for each town according to its loss experience. 

The proposed Illinois bill also provides for the State com- 
mission calling for the records, schedules, maps and all rating 
experience which the company bureaus now have, as well as 
copies of all records and papers and rate information held by 
agents. “This feature of the bill,” declared Mr. Doyle, “makes 
it impossible, and would create a condition in the State so in- 
If such a 
measure were passed,” he added, “the State would find moy- 


tolerable that the companies could not operate. 


ing-in day a very complicated and bungled proposition.” 

These remarks of Mr. Doyle convinced the committee that 
its tentative bill is decidedly weak and impracticable, and i 
has asked him to submit to it this week a substitute measure, 
or his views on what a rate regulatory measure should provic 
for. He has promised to do this and all action on the presett 
measure will be suspended for the time being. 

H. P. Janisch, counsel for the mutual fire and casualty cow: 
panies, has offered to the committee the views of the mutual 
on a rate regulatory bill, which will be considered at the same 
time as Mr. Doyle’s. 

The committee is now being pressed for time and some cot: 
crete results from its investigations of the fire and casualty 
business will have to be before the legislature within the next 
week or so, if any action by this session is to be expected. Ar: 
other hearing is to be held in Chicago on Friday of this week, 
when it is expected the committee will conclude its activities. 





Commissioner J. F. Ramey Resigns 


IRANKFoRT, Ky., May 14.—James F. Ramey, Insurance 








Commissioner of Kentucky, resigned from that position as 0} 


May 12. 


It is reported that Chief Deputy Commissioner A. M.} 


Wash is slated to succeed Mr. Ramey. Mr. Ramey has beet! 


one of the most active Commissioners in the National Cot 
vention of Insurance Commissioners and has served on mati 
important committees. Mr. Wash has been Deputy Commis 
sioner for a number of years and his qualifications fit him t 
succeed Mr. Ramey. 
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WORTH-IVHILE ACCOMPLISIIMENTS 
GENTS who have been wondering 
A as to the value of the long fight of 
the National Association of Insurance 
Agents against certain practices in the 
business and also for recognition of cer- 
tain rights by the companies have now 
some evidence of accomplishment. With- 
in the last week two events have occurred 
which should lead to greater things. We 
refer to the action of the Western Union 
in adopting a resolution to recognize local 
boards in conjunction with the Western 
Insurance Bureau, which latter organiza- 
tion immediately took the kick out of the 
whole thing by refusing the Union's 
resolution and substituting one which ex- 
presses sympathy for the local boards 
and there stops. We refer also to the 
action of the Insurance Company of 
North America and the Fire Association 
of Philadelphia, by which the Philadel- 
phia Underwriters will become a stock 
subsidiary of the North America. 

In regard to the recognition of local 
boards by the Western governing bodies, 
even though action for the moment has 
been effectively quashed, a good deal of 
encouragement has been given the local 
boards, and it is reasonable to suppose 
that some not far-distant time may bring 
a change of attitude on the part of the 
Bureau. There have been many hints as 
to the reason for the refusal of the bu- 
reau, among them being the charge that 
the Union aimed its action at the Fire- 
mens of Newark and its president, Neal 
Bassett, who is rather well known in the 


insurance world on account of his con- 
troversy with the Louisville Board, as 
well as for a variety of other reasons. 
This hardly seems likely, since the Union 
worded its resolution so that the rules 
of any local board would have to be ap- 
proved before recognition of them could 
occur, thus giving the Bureau plenty of 
opportunity for individual action and 
amply protecting Mr. Bassett. Of 
course, there is the chance that the mem- 
bers of the bureau did not care to take 
the chance of being forced to support 
Mr. Bassett or break with him, nor can 
they be blamed for that. Mr. Bassett has 
been a strong figure in the Bureau and is 


highly regarded personally. On the 
other hand the Louisville Board, had the 
Union action been supported, could 


hardly have been expected to neglect such 
a golden opportunity for obtaining com- 
pany vindication of their rules. At any 
rate, if the National Association of In- 
surance Agents has any reason for be- 
lieving that the bureau action (or rather, 
lack of action) was due to the fear of a 
new outbreak at Louisville, it would 
seem as though something could be done 
to give the Bureau members reasonable 
assurance that such would not be the 
case. The principles incorporated in the 
Union resolution are generally accepted 
as being correct, and consequently they 
should be kept clear of personalities. 
The capitalizing of the Philadelphia 
Underwriters marks a much more defi- 
nite step toward the solution of pending 
issues. This organization, together with 
the New York Underwriters Agency, has 
been a stumbling block to the opposition 
to annexes in general. It was established 
and has been maintained along lines 
which could not possibly be criticized, 
thereby making it difficult to crystallize 
sentiment against the agencies. That the 
president of the National Board of Fire 
Underwriters should have recognized this 
fact and facilitated the negotiations lead- 
ing to the agency being placed on a stock 
basis, is a feather in the cap of the Na- 
tional Association of Insurance Agents, 
and especially the committee of that body 
which has been in conference with the 
National Board on questions of interest 
to the two organizations. Even though 
there were no question of the extinction 
of underwriters’ agencies, the action is 
highly commendable because, in its in- 
evitable growth, the fire insurance busi- 


5 


ness needs additional capital and the in- 
troduction of it without disturbance to 
any interests involved is no mean accom- 
plishment. In an editorial in THE Sprc- 
TATOR of April 12, an attempt was made 
to show that the underwriters’ agency, 
no matter how or why it be organized, 
cannot add anything to the business, 
though in certain circumstances it can 
prevent something being detracted there- 
from. The organization of the Philadel- 
phia Underwriters prevented the destruc- 
tion of a valuable agency plant, and now, 
after years of good practice, it becomes a 
real asset to the business by adding to 
it new capital. The lead of the two com- 
panies interested may prove a turning 
point in the whole question, as formerly 
the number of agencies had been steadily 
increasing with practically no offsetting 
decrease. The position of the agents is 
greatly strengthened. It is not improb- 
able that there may be other companies 
willing to show their appreciation of the 


agents’ opposition. 





DIXIE FIRE AFFAIRS 
LSEWHERE in this issue of THE 
SPECTATOR we print a letter from 

Hl. R. Bush, president of the Dixie Fire 
Insurance Company of Greensboro, 
N. C., in relation to statements made in 
an article sent in by a correspondent 
and printed in THe Specrator of May 
10. Mr. Bush’s denials and explanations 
are reasonable and convincing, and THE 
Spectator cheerfully gives space to his 
letter in justice to him and to the .Dixie 
lire. 

In view of the statements made by Mr. 
Bush and two examiners engaged in an 
examination of the Dixie Fire on behalf 
of certain State insurance departments, 
Tue Spectator is of the opinion that the 
article in THE Specratror of May I0 con- 
tained misrepresentations, and it is the 
desire of this journal to withdraw any 
allegations in the matter referred to 
which reflected on the Dixie Fire or Mr. 
Bush. The information printed last week 
came from a usually reliable correspond- 
ent but, judging from correspondence 
since received, it is our opinion that an 
injustice has been done the Dixie Fire 
and Mr. Bush by certain statements in 
the article referred to, and Tue Specta- 
TOR is pleased to present the facts as 
given in Mr. Bush’s letter. 
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F Julius Caesar Makes Good 


ULIUS CAESAR had his faults; 
but he certainly was no cow- 


ard. Profligate that he was, he 
feared no living man or set of 
men. On one of his Syrian war 
journeys, it is told, he was cap- 
tured by Egyptian pirates who 
coolly informed him he would re- 
main their prisoner until his friends 
produced a million dollars. 


“A miilion dollars!’ he exclaimed, 
“why I owe personally more than 
that. Let me go or I’ll come back 
some fine day and crucify the whole 
bunch.” But the pirates held him, 
nevertheless, until Rome notified 
them that the million was ready 
for Caesar’s return. ;, 


But once back at his marble desk, 


, STRENGTH Ff 
JCHBRALTARS 





the General refused to ship the 
money. ‘Hold it until I die, and 
then pay my debts. Ill go back 
and fix up this other thing.’”? So 
he went once more to Syria, as he 
had promised, crucified the nec- 
essary pirates, and fell in love with 
Cleopatra. The ransom fund was 
kept for his creditors after his 
death. 


OWADAYS one does not 

have to argue with pirates to 
accumulate a stated sum as a 
guarantee for creditors. He can 
get an insurance company, for a 
stipend a year, to make this guaran- 
tee for him. Many business men 
find life insurance a very great 
convenience in matters ot this sort. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 





T. B. DONALDSON, 
PRESIDENT 





Pennsylvania Federation Honors 
Former Commissioner 





MEETING WELL ATTENDED 





Fine List of Speakers Make Up Excellent 
Program Well Diversified 

The Insurance Federation of Pennsylvania 
held its highly successful “Business Building 
Convention” last week at Reading with over 
five hundred agents of all classes in attendance. 
According to the presidential address of Jere 
If. Barr, the organization now has over seven 
thousand members, credit for which goes to 
G. R. Dette, the indefatigable secretary of the 
organization. 

The sessions were held in the handsome new 
Masonic Temple and the meetings were well 
attended and full of merit. Excellent. speak. 
ers had been secured, including Thomas H, 
Anderson, manager of the Liverpool anl Lon- 
don and Globe Insurance Company, Walton L, 
Crocker, president of the John Hancock Mutual 
Life Insurance Company, John S. Turn, man. 
ager of the New York office of the A®tna Life 
Henry Swift Ives, 
Casualty Information Clearing House; Griffin 
New York University; E. C. 
Lunt, president of the Sun Indemnity Com- 
pany; Thomas B. Donaldson, former Commis- 
sioner of Pennsylvania, now with the Eagle 
Francis R. Stoddard, Jr, 
Superintendent of Insurance for New York 
and other prominent men. 

Thomas B. Donaldson was elected president 
of the Federation for the ensuing year. Vice- 
Presidents elected were James FE. Norton, 
Reading; Edward A. Woods, Pittsburgh; G. 
\W. Mattson, N. S. Rivere, G. E. Mohler, A. C. 
McLean, J. F. Tauner. G. R. Dette was again 
John W. Dorris will be 


and affiliated companies; 


M.. Lovelace, 


Fire of Newark; 


elected secretary. 
treasurer. 

At the banquet given Thursday evening a 
testimonial to Mr. Donaldson was made in 
the form of a present of one thousand dollars 
in gold. 

A number of insurance journals, including 
Tue Sprcrator, had attractive exhibits at the 
convention hall. 

Extracts from several of the addresses will 
he found on other pages of this issue. 


Alfred L. MacLennan Moves 

Alfred L. MacLennan, assistant 
superintendent of the accident and health de- 
partment of the AEtna Life in Brooklyn, N. Y, 
and latterly with the accident and liability de- 
partment of this company in Manhattan, has 
tendered his resignation, to take effect as of 
May 12. 

Mr. MacLennan goes to the offices of J. J. 
Hilliard at 45 John street, who is general agent 
for the Zurich General Accident and Liability 
Insurance Company, Switzerland. Mr. Mac- 
Lennan will head the accident and health sec- 
tion of this company in New York. 


former 
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Casualty, Surety, Etc. 











DEVELOPMENT METHODS 





Jj. S. Turn Tells How to Give Insur- 
ance Service 


SPEAKS AT PENNSLVANIA 
FEDERATION 





Aetna Manager Mentions Neglected Cas- 
ualty Lines That Should Be Used in 
Securing New Prospects 
John S. Turn, resident secretary and man- 
ager of the New York office of the Attna Life 

a ° 
and its affiliated companies, was one of the 
: ‘ 
most interesting speakers at the meeting last 
week of the Insurance Kederation of Pennsyl- 
vania. He spoke as follows: 

The subject assigned to me is ‘Fifty-seven Varieties 
of Insurance and Ilow to Properly Develop Them.” 
Fifty-seven does not by any means cover the different 
kinds of insurance that may be bought, and I may, 
in calling attention to the various sources of losses, 
get beyond that number, but I am grateful, never- 
theless, for the restraint exercised in permitting 
me. if I choose, to limit my discussion to a modest 
fifty-seven. 

Agents or brokers who started in the insurance 
business twenty-five or more years ago will remember 
that an insurance agency in those days confined its 
efforts almost solely to soliciting fire insurance. At 
that time there developed the casualty insurance 
Casualty 
a study of that particular branch of 
the business to direct 
insurance, but to more particularly develop 


specialist. companies then employed men 
who had made 
undertake the soliciting of 
casualty 
agents engaged in general insurance as_ solicitors. 
Life insurance was then conducted, as it is very 
largely now, by men who made it their sole business. 
Likewise, marine insurance was handled by agencies 
in only that particular line. 
have seen the develop- 


engaged 


In the succeeding years we 
ment of the agency selling practically all lines of 
insurance. No live insurance man to-day is willing 
to admit that he does not know something about all 
kinds of insurance or that he could not provide any 
kind for his client. But I am convinced that a great 
number of agents and brokers are overlooking a_ fine 
opportunity for the development of their business by 
not investigating further the needs of their clients 
for the additional kinds of insurance protection neces 
sary in their business. Many write up a certain line 


of insurance for a client and immediately look for 


another prospect. New clients must be secured, but 
complete development of an agency or brokerage 
‘business can only be made by close soliciting of 
needed additionel lines of insurance from clients 
ready insured for one or more lines. 

\ny experienced insurance agent or broker will 


admit that his greatest difficulty lies in first securing 
an audience with the person or firm to whom he de- 
sires to talk. 

Following that, to so impress the possible client 


with his honesty of purpose and his ability to serve 


that he may gain his confidence. 

Having been successful in this and his first policy 
overlooks the most profitable business 
opportunity to himself and fails in his duty to his 


neglects to follow up the advantage 


written, he 


new client if he 
gained, 

A study of his client’s other insurance needs and 
necessities, then preparing his case of further cover- 
age for consideration, will justify his client’s first 
confidence and secure for him ultimately what should 
be the aim of every agent or broker, the exclusive 
representation of his clients in all insurance matters 
of every kind. 

It requires no statement from me to prove such a 
result to he the finest and most profitable kind of 
knew it to be true. It is 
constructive salesmanship at its best. 

Now in this, as in all constructive work, you must 
have a well-conceived basic’ plan to guide you. What 
better plan the mind well conceive than to 


salesmanship. You all 


could 


start with a prepared chart which gives expression 
in ready reference form to every kind of insurance 
that the market supplies. 

\s you progress in your relations with your in- 
dividual clients, a copy of this chart is prepared for 
each of them, a duplicate being retained for your 
This ‘chart, as delivered to 


own working records. 


your 


client, should note opposite the forms of insur- 
ince listed, a brief record of the insurance written 
through your office. Now please note that this ready 
prepared 
for the helpful guidance of your client. is also, in the 


reference record of insurance in force 


form that it is drawn, a record of the insurance 
protection he has failed to provide himself with. 

There may be better mechanical means that can be 
employed as an assistance in the intensive develop- 
ment of a client’s business than his possession of a 
handy chart which, while it is a ready reference 
record of what insurance he has, is more importantly 
an ever-reminding notice of what insurance he has 
not—but I doubt it. And as an orderly beginning 
basis for the proper and profitable development of 
fifty-seven varieties of insurance—or a hundred and 
fifty-seven if you like—I submit the idea for your 
thoughtful consideration. It has been tried out else- 
where and has proved a splendid success. 

I would call a method of this kind “Creating Solicit- 
ing,’ and believe if properly followed up it will 
produce a profitable increase in your business. 

You are familiar with the various sources of loss 
that cause the need of insurance. At the same time, 
let us make a short review of what they are. I think 
they may be divided into six sub-divisions as fol- 
lows: Possibilities of loss to building and contents: 
to automobiles and contents; to direct financial loss; 
to liability for damages; to miscellaneous sources of 
1 


loss; and, last, losses that may be covered by various 


forms of bonds. Just to refresh your memories as to 


these sources of loss, I shall take the liberty of bring- 
ing these to your attention. 

First, consider the possibilities of loss to buildings 
and contents; such as fire, windstorm, tornado, leak- 
leakage of 


age of plumbing and _ heating system, 


sprinkler system, boiler and fly-wheel explosion, engine 


breakdown, electrical machinery breakage, burglary 


of stock, broken glass, damage to building and _ prop- 
erty by reasons of riots, strikes and civil commotion, 
explosions from outside sources. 

Second, losses to automobiles and contents caused 


by collision, fire, theft, windstorm, earthquake, ex- 


plosion, water, hail and loss caused to goods in 


transit by automobile. 

Third, direct financial loss by reason of dishonesty 
of employees, hold-up and robbery of paymaster and 
messenger, both outside and inside of premises, burg- 
lary of safe, forgery, alteration of checks and drafts. 
In case of bankers and brokers. from dishonesty of 


emplovees, burglary, interior and exterior hold-up, 


robbery, destruction and misplacement. 3usiness in- 


terruption, loss of rental value, loss of leasehold 
value, loss of profits and commissions, failure of 


contractors to complete work to specifications, bad 
accounts, 

Fourth, liability for damages by reason of injuries 
to employees, injuries to persons other than employees 


in and about premises or places of work. injuries to 


public by elevators, automobile and teams. Damage 
to the property of others by automobiles, teams, ele- 
vators and water. Injuries to the public and damages 
to the property of others caused by explosion of 


boilers, fly wheels and engines. Negligence of con- 
tractors and_ subcontractors. 

Fifth, miscellaneous sources of loss caused by death 
or disability of officers of corporations, co-partners— 
if co-partnerships, covered by life, accident and health 
insurance. Excessive labor turn-over, low efficiency, 
sickness, protection provided by group life and group 
disability insurance. Loss of registered mail, pack- 
ages lost in mail, shipments lost in transit by express 
or freight, shipments lost or damaged in transit by 
water. 

Sixth, losses that may arise that may be covered 
by bonds required by contract, court or law. 

It would be a presumption on my part to take your 
time explaining what forms of insurance may be pro- 
vided to give coverage on the previously mentioned 


sources of loss, but I cannot pass the opportunity to 
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call attention to a few of the lines of insurance that 
appear to be neglected by many agents and brokers. 

First, there is group life and group disability 
I fancy that many agents and brokers 
think that these lines are handled solely by the spe- 
cialist in life insurance, but both of these lines should 
and can be sold by men who sell general lines of in- 
surance to business concerns, and I believe that the 
agent or broker who neglects to present them to his 
clients leaves an opening wedge for another agent 
or broker, who perhaps would eventually obtain com- 
plete control of certain client’s business. 

Agents and brokers in general lines of insurance 
overlook a great opportunity to sell the ordinary lines 
of life insurance to their clients. Every man needs 
and should have life Why should an 
agent or broker leave to the specialist the sale of 
life insurance to any of his clients? 


insurance, 


insurance. 


Likewise, the 
same thing can be said about accident and health in- 
surance. This line seems to have been left almost 
solely to those who specialize in it. When one con- 
siders that every person over eighteen years of age 
is a possible prospect for this kind of insurance, it 
can be easily seen that the limited number of those 
specializing in this particular line cannot possibly see 
all the prospects. 

Just recently a broker in New York told me that 
he has insurance premiums coming to him from one 
risk amounting to $30,000 annually, and this business 
was started by him through the sale of a $5,000 acci- 
dent policy at a premium of $25 a year. 
insurance has now become a real 
necessity, and in many states it is compulsory for em- 


Compensation 


ployers to carry this insurance, but too frequently, 
and particularly outside of the large cities, the agent 
or broker neglects to sell his client liability insurance 
covering claims arising from accidental injuries or 
deaths to persons other than employees, or so-called 
public liability insurance. 

Business men do not fully realize how extensive 
their liability may be to the public. They think of 
this exposure only in connection with <hose that they 
see about their plants, not fully realizing how many 
persons not in their employ gain admission to their 
plants daily and are in no sense trespassers, such 
light, 
expressmen and 
men delivering goods, and not overlooking the little 
fellow who brings his dad’s dinner can, who, if in- 
jured, could not be denied the right of bringing claim 
or suit, nor, if killed, could those dependent be denied 
the same right. 


as factory, insurance company, gas, electric 


steam boiler and other inspectors, 


The great importance of public liability insurance 
No building 
of any size is erected except there be more than one 
contractor engaged in the work. Liability for in- 
juries or death caused by reason of the work of a 
carpenter contractor to the employees of a mason con- 


to contractors is not always considered. 


tractor, or vice versa, would only be covered by a 
public liability policy. The public liability hazard is 
greater in connection with construction operations than 
in most other kinds of business, which accounts for 
the greater rate required for it. 

Contingent or protective liability insurance is a 
The contractor sub-letting 
the owner letting out work by contract is almost sure 
to be party to any suit for damages that may arise by 
work. The rate for contingent or 
protective liability insurance is very low for the rea- 
son that it must be admitted that in most instances 
the owner or the general contractor, when joined in 
suit with others, is successfully defended in such 
action, but if he were not insured it would he neces- 
sary for him to provide legal defense. This policy 
and the premium required, which in most instances 
is less than the initial retainer fee of a competent 
attorney, provides cover for all such expenses and, 
up to the limits of the policy, will pay the claims and 
verdicts, if any. 


neglected line. work or 


reason of such 


The great business of fidelity and surety has not 
received the attention that it deserves from agents 
and brokers. Many are overlooking the fine returns 
that come from it. Most of your clients will from 
time to time need some forms of bonds such as might 
be required by contract, court or law. It must be 
admitted that this line is a specialty, but all compa- 
nies have salaried specialists who will assist the agent 
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Graphic Selling Charts 


By F. H. KORTRIGHT 


A POTENT AID TO AGENTS IN SELLING 
LIFE INSURANCE 
COLORED GRAPHS THAT ENABLE THE AGENT 


TO 
FIX THE PROSPECT’S ATTENTION 
INSPIRE HIS INTEREST and 
SECURE HIS APPLICATION 





Each Chart Is Accompanied by Explanatory Text 


1—The Object and Purpose of Graphic Selling Charts 
2—The Psychology of Selling by Charts 
8—Eight Practical Canvasses with Charts 
4—How to Study and Demonstrate Charts. 


GRAPHICAL DIAGRAMS GRAPHICAL DIAGRAMS 
SERIES A—GENERAL FACTS SERIES B—POLICIES 
1—An Insurable Asset ; 1—Participating 20 Year Endowment 
2—Figure It Out Yourself 2—Participating 20 Payment Life 


x a , ‘ oe 
3—Amount of —— _ per Annum will Buy on Various Plans $-Pucticinsting Gelinanr file 
4—We All Must Die (Expectancy, etc.) ipatleninie Shiallie Seems 
5—Increasing Cost of Insurance Premiums at Different Ages 

6—Percentage of Deaths from Most Common Diseases 


%—Can You Afford More Insurance? 


8—Capitalized Value of Various Annual Incomes  [PIRe C__ nies . 
9—How Much Insurance Should a Man Carry? Sa <a ee eee 
10—A Comparison—Fire and Life Insurance 1—A Comparison—Ordinary, 20 Pay. and 20 Year End. 
11—If You Should Die 2—Premiums, Cash Sur., Paid-Up Insurance 
12—The Value of the Loan Feature 3—Settlement Privilege No. 1 
13—Growth and Strength of Old Line Companies 4—Settlement Privilege No. 2 
14—Of 100 Men, Those Incapable of Self-Support at Various Ages 5—Disability Clause—20 Pay. Participating 
15—A Few Startling Facts—You? Your Widow? 6—Extended Ins. Clause—Participating 20 Year Endowment 
16—The Varying Fortunes of 100 Average Men 7—Extended Ins. Clause—Participating 20 Payment Life 


CHARTS ARE PRINTED IN SIX COLORS AND BOUND IN FLEXIBLE LOOSE LEAF BINDER 


PRICE $10 


Send for illustrated circular Discount for quantity orders 
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A New Service 


For the Owner of a Fleet of 
Automobile Trucks or 
Delivery Cars 


Judge its POTENTIAL 
VALUE by these facts: 


1. ‘Travelers experts co-operate with 
the owner, by means of periodic 
inspections, to prevent accidents 
which might be caused by mechan- 
ical failures. 


2. ‘Travelers experts assist in correct- 
ing driving faults. 


3. Travelers men address periodic 
meetings of chauffeurs on safe 
maintenance and safe driving. 


4. We regularly distribute safety lit- 
erature among chauffeurs, 


We use various methods of keeping 
the rules of the road fresh in the 
minds of chauffeurs. 


or 


6. We post safety bulletins in garages. 


7. We help work out re-routings, 
not only decreasing the chance 
of accidents but increasing the 
efficiency of the service. 


8. We furnish owners with infor- 
mation which assists them in re- 
ducing the number of accidents 
to a minimum and in decreasing 
cost of operation. 


9. We actually reduce the amount of 


time lost both by chauffeurs and 
machines. 


Judge the ACTUAL VALUE of this 
service by placing your automobile 
insurance in 
Tue TraveLters InsurANCE COMPANY 
THe Traveters InpemNiry COMPANY 
L. F. BUTLER, PRESIDENT 


Hartford Connecticut 


THE TRAVELERS 


ACCIDENT, LIFE, LIABILITY. HEALTH, AUTOMOBILE 
STEAM BOILER, COMPENSATION, GROUP, BURGLARY 
PLATE GLASS, AIRCRAFT, MACHINERY 


Travelers Insurance with this service 
costs no more than other safe insur- 
ance without such service. 
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or broker in working out the necessary details to 
issue bonds for his clients. 

Every morning when we pick up the newspapers we 
“Crime Wave’’ 


is prevalent. No business or individual can afford 


read of some robbery or hold-up. 


to be without one or more of the various forms of 


burglary insurance cover. Considering the conditions 


that exist to-day, not to advise each client of the 
need of this form of protection would indeed be 
neglect. 

There are many other lines of insurance that are 


necessary and are not generally sold by the average 


insurance man, but time will not permit a further 
discussion of them. 

Aside from what gain there may be in the sale 
of these lines, I sincerely believe it is our duty as 
men engaged in the honorable profession of insurance 
to diagnose carefully each client’s case, give him a 
prescription that will afford him full protection against 
any insurable loss, and make him take it if we can. 


Workmens’ Compensation Among the 
Buccaneers 
A recent book, “In the Wake of the 
Hyatt Verrill, recounts a voy- 
those 
makes the 
indemnity that pre- 
vailed in their thrilling operations back in the 


Buc- 
caneers,” by A. 
age among the old haunts of 
the Spanish 


gentry on 


Main and following 


reference to a form of 


seventeenth century: 


Another interesting fact is that these buc- 
caneers were the inventors of life and acci- 
dent insurance, or we might better say, em- 
ployees’ compensation laws. Before starting 
on a cruise they made their preparations in a 
most efficient way and provided for all con- 
tingencies. * Finally came the matter 
of insurance, and a very complete schedule was 
drawn up, with exact provisions for payment 
for nearly every form of injury or wound. 
This varied somewhat according to the danger 
of the undertaking, but as a rule it was about 
600 pieces of eight for the loss of a right arm; 
500 pieces of eight for a left arm; the same 
for a right leg; 400 for a left leg; 100 pieces 
of eight for an eye, the same for a finger, and 
1000 for total disability or death. 

All of which sounds very modern, and makes 
no liar of the wise man of ancient days who 
said there is nothing new under the sun. 


Casualty and Surety Club to Give Dinner 

The Casualty and Surety Club of New York 
is holding its first informal dinner of the year 
this evening, at the Machinery Club. 
evening are: 
attorney 





Hugo 
of New 
Garvan, 


Speakers for the 
Wintner, district 
York County, and Hon. Edwin L. 
United States District Court Judge for the 
Eastern District of New York. Mr. Wintner 
has charge of a newly organized department 


assistant 


in the district atterney’s office for the prosecu- 
tion of commercial frauds and fraudulent sale 
of securities. 
The executive 
hold the annual banquet in the fall instead of 
the spring, as has been the custom in the past. 


committee have decided to 





Federal Mutual Liability of Boston 
In “The 
and Miscellaneous 
1923,” the expenses of management for 1922 
of the Federal Mutual Liability Insurance Com- 


Handy Chart of Casualty, Surety 


Insurance Companies for 


Boston should have been given as 


and the losses paid as $1,216,347; 


pany of 
$415,531, 
the ratio of losses paid to premiums as 57.1 
per cent, management expenses to premiums as 
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19.5 per cent, and the losses and management 
expenses to premiums as 76.6 per cent. In the 
1921 statement the management 
should have been $356,657, and the ratio of 
management expenses to premiums as 21.5 per 
The 


was $1,990,008, the losses incurred, $977,166; 


expense of 


cent. 1922 underwriting income earned 
the expenses incurred, $625,754, and the under- 
writing profit, $387,088. The ratio to under- 
writing income of the following were: Losses 
incurred, 49.1 per incurred, 
31.4 per cent; underwriting profit, 19.5 per 


cent; expenses 


cent. The gain in surplus was $65,815. 

Ohio Casualty Company 

In “The Handy Chart of Casualty, Surety 
and Miscellaneous Insurance Companies, 1923 
edition,” the reserve for losses of the Ohio 
Hamilton for 1922 
The item 


Casualty Company of 
should have been shown as $43,750. 
appearing in ‘“The Tfandy Chart,” $16,479, does 
not include $27,271 reserve for liability claims 
figures, in accordance with schedule “P,” which 
should have been therein included. 


ILLINOIS FEDERATION COMMITTEES 
Headquarters Established in Chicago i 
Charge of Royal N. Allen 
Cnicaco, Itt., May 15.—At a meeting of the 
hoard of directors of the Insurance Federation 
of Illinois Monday the standing committees to 
serve for the ensuing year were named, and 


n 


plans made for an intensive drive for member- 
ship, with Herman Bartholomay, of Barthol- 
omay-Darling, Chicago, general agents, in 
charge of the membership campaign. 

The committees named were as follows: 
Finance and budget.—C. W. Olson, C. W. Olson 
& Co., chairman; Louis J. Kempf, Travelers; 
Continental Casualty; 


Harve G. Badgerow, 


John C. Harding, Harding & Lininger, and 
Fred Y. Coffin, More, Case Lyman & Hub- 
bard. 


Cook county resident membership.—Herman 
Bartholomay, chairman; Lyman M. Drake, 
Critchell, Miller, Whitney & Barbour; George 
Tramel, 7&tna Life; Darby A. Day, Mutual 
Life of New York; Harve G. Badgerow. 

Downstate resident membership—R. W. 
Troxell, Springfield; Tlarry W. Cozad, Rock 
Island; Charles L. Ritter, Murphysboro; Louis 
A. Howes, Peoria; Charles N. Gorham, Rock- 
ford. 

Publicity. 
& Webb: 
and N. C. 


George 1D. Webb, Conkling, Price 
Wade Fetzer, Alexander & Co., 
McLean, Fast St. Louis. 
National’s Casualty School to Open July 2 

The casualty department of the National Life 
Insurance Company of the United States of 
America has set July 2 for the opening of its 
new school of accident and health insurance. 
W. A. Granville, Ph.D.. LL.D., will act as 
director of the school. R. E. Browning, for- 
merly manager of the company agency at Kan- 
sas City, but at the present time traveling home 
office representative, will assist Dr. Granville 
in the preparation and carrying out of the 
educational program in view. 
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Ww. E. SMALL, President 


$2,054,516.67 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, Macon, 6a. 


AUTOMOBILE 
PLATE GLASS 


AN 


BURGLARY 
LIABILITY 


AMERICAN COMPANY 


aT 


E. P. AMERINE, Secy, 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 











HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 


Premiums received during the year 1922.............e0000. $7,369,835 
Payments to Policyholders and their beneficiaries in Death 

Claims, Endowments, Dividends, Etc..........cceceeeee 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment............ceeeeeees 2,110,922 


($722,352 in excess of the amount required to maintain the 

reserve) 
Actual mortality experience 52.87% of the amount expected. 
ee NRE ARNO 5 a in seh ovo he skin no we a Taw 'wi Glow leinsois ele el $232,163.052 
aR R A NINES ao. 0 1e Wr0i bw 515- pin Wid eve ss'9 0 OS! pb 0 lab is 9's 9s o% 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 


es 


TO MEN WHO CAN QUALIFy 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 








Agency basis. 


The Farmers & Bankers Life Insurance Co, 


Executive Offices, Wichita, Kansas 














Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 





UNUSUAL OPPORTUNITY 


A nighly successful Western company desires the services of 
an agency manager, preferably one with executive ability, 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 





ROCKY MOUNTAIN, 
Care of THe SpPRCTATOR. 











The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 





WANTED: PRODUCERS OF GOOD BUSINESS 
IN INDIANA, KENTUCKY, ARKANSAS, 
ALABAMA, FLORIDA, AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 














ACACIA MUTUAL LIFE ASSOCIATION 


THIS DID NOT HAPPEN BY CHANCE 
New Insurance Issued in 1922............ $38,942,000.00 


Gain in Insurance in Force............... 21,462,805.00 
Insurance in Force December 31, 1922.... 122,685,100.00 
DRM ey eee oe ie ch oot suave aewsiane eines 6,828,344.87 
Imcr@ense ani Assets: .... 6c. cc ccs cwsess 2,214,850.30 
Increase in Reserve... ..............0000- 1,683,761.00 
Increase in Surplus. .............0sec0008 431,446.67 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LOWEST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
FIELD FORCE 


WILLIAM MONTGOMERY 
President 


Homer Building 
Washington, D. C 














for INDIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE C0. 
LOUISVILLE, KY. 
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TELLS OF PUBLIC SERVICE 





. Anderson at Pennsylvania 


Thomas H b . 
Convention 


FIRE UNDERWRITERS’ WORK NOT 
SELFISH 





Impossible for Companies to Entirely 
Stamp Out Incendiarism— Methods 
Best Known 


Thomas H. Anderson, manager of the United 
States branch of the Liverpool and London 
and Globe Insurance Company, gave an inter- 
esting address before the meeting last week of 
the Insurance Federation of Pennsylvania. Mr. 
Anderson spoke in part as follows: 

The service rendered by the fire underwriter is not 
insurance under propet 


confined to the writing of 


‘overage and the prompt and proper settlement of 
coveras : 
uch losses as may occur but goes much further in 
sucht - . « a, 7 : P 
directions, covering related activities of vast 


many 
proportions all directly in the interest of the public 
ss ° 

underwriters themselves. It was not 
so long since as that 


mt of the haphazard method of charging for any risk 


as well as the 


years go schedule rating grew 


a flat rate of premium depending upon how the in- 
dividual agent or company official felt at the moment, 
the extent of 


e 7 
particular 


how much the traffic would bear or 


for the risk to be 


the good old days and from the 


competition, if any, 


written. Those were 


many errors and wrongs committed under such a 


system have come the highly scientific and extensive 
, the fire underwriters now render to the prop- 
The classification and in- 


service 
erty owner and the public. 
tensive study of hazards for rating purposes, fire pro- 
tection, fire protective devices, fire prevention, im- 
proved construction of buildings, insulation, and con 
trol of hazardous processes of manufacturing, public 


education as to the dangers of fire, investigation of 
fires of incendiary the 


organized activities of the fire insurance business, all 


origin are some of highly 
supported by insurance capital, all in the public ser- 
for the waste and 
incidentally the cost of 
great business necessity that did not increase in price 
during the World War, 
excepting commissions, more than doubled during that 


vice purpose of reducing the fire 


fire insurance, which is one 


although its operation cost, 


period. Fire insurance is cheaper to-day in the United 


States than ever in its history and that fire insurance 


as it is conducted is fundamentally sound is amply 


proven by the experience of the past two years—the 


worst in its history in this country, excepting the 


year of the San Francisco conflagration. 
How many of us pause to consider the magnitude 
of the work and the immensity of the detail of the 


fire insurance rating organizations throughout the 


country? There is not a village of importance, a 


town or city, a manufacturing plant or business of 
any sort where the values exceed a few thousand dol 
lars that is not regularly inspected and rated by ex- 
under schedules which are constantly being re- 
vised and brought up-to-date—and these reports and 


rates, covering millions of risks, are as far as humanly 


perts 


possible kept up to the minute and are on file not only 
for the information and guidance of the underwriters, 
but for the owners of the property and the public as 
Think, if you will, of the hordes of trained men 
and women engaged solely in this work and the im- 
portant has upon the upbuilding of the 
The making of schedules 


well, 


bearing it 


commerce of 


yur country. 
and keeping them revised up-to-date for rating pur- 
poses—practically there is a separate schedule for 
every distinct hazard—require an intimate knowl 


edge of the processes and materials handled in every 


kind of factory—is in the hands of trained engincers 


and technical men, assisted by the underwriters with 
their experience tables. The owner and _ operators 
engaged in the kind of business to which a_sched- 
ule is to apply are consulted and the schedule as 


finally adopted is the result of the combined intelli- 


gence of the representatives of every one at interest. 


The willing and ready to 


always 


underwriters are 


and to 


insurer 


be improved 


listen to co-operate by indicating 
risk cat structurally, by in- 


how any 
safeguarding of dan 


the 


reduction in 


stalling protective devices, the 


gerous processes or in any way to reduce prob- 


ability of fire losses and a his 
ts 
National 


the lar 


consequent 





Insurance cos 
The 
ably 


organization in 


Board of Fire Underwriters is prob- 


vest and most important public service 


the world maintained and operated 


by private capital. 


The stock fire insurance companies, through the 
National Board of Fire Underwriters, performs a 
service to the public that is unique in the annals of 


joint corporate activity. The National Board, which 





is now fifty-seven years young, is described as an 
educational, engineering, statistical and public ser 
vice organization, and I can assure you that the pub 


lic service angle of its operations have become of 


increasing moment during recent years. 


In lessening the likelihood of great, sweeping fires 
that devastate large areas, the companies, through the 
hoard, and directly where they maintain their own 
engincering corps, render a service that can scarcely 
he imeasured, for every serious conflagration creates 
suffering and financial loss far in excess of the insur 
ance loss. Following the San Francisco catastrophe, 
for example, the indemnity payments amounted to 


$220,000,000, whereas the aggregate toll of destruction 


ipproximated $350,000,000. 


The ever-present thought of the  fire- prevention 
engineer is to enhance the safety of life, that is, to 
bring about the installation of sprinklers, cut-offs, 
hetter exit facilities, and increased water supply, so 
that in the event of fire the occupants of a building 
will have a better chance to escape death or serious 
nmyjury. 

Work or UNDERWRITERS’ LABORATORIES 

Another work promoted by the National Board is 
that of the underwriters’ laboratories, which test 


articles, supplies and processes associated directly with 


the fire hazard, fire prevention or fire fighting. The 


object of underwriters’ laboratories is to bring to 
the user the best obtainable opinion the merits 
of appliances, devices, machines and materials in 
respect to life, fire and collision hazards, and theft 


and accident prevention. 


pig 
rhe 


the enormous 


work is undertaken as one means of reducing 
VOTK 


and disproportionate loss of life and 


property by fire and accident. 


Underwriters’ laboratories comprehensive — testing 


equipment and corps of experienced engineers afford 


work of this character. The 
and 


with 


unequaled facilities for 


long experience of the laboratories in this work, 


the methods employed for keeping in close touch 


s and all other 


manufacturers, users, inspection bureat 


sources of practical information have resulted in a 


general recognition of its standards and recommenda- 





tions. 

Underwriters’ Laboragories of Canada was formed by 
Underwriters’ Laboratories, Ine., of Tlinois, U. S. A., 
for the purpose of carryng forward the work in 
Canada, the charter being granted by the Dominion 
Government. 

Now let us say a word about that personal service 
that the individual company renders to the agent and 
broker. The time is gone when an insurance com- 
pany can open an_ office, it for applications for 
agencies and the brokers to n business and be 
success Companies to-dz lust not only have 
the necessary capital and surplus to guarantee the 
fulfillment of their contracts but to be successful 


must be managed by men who know the business, 
are wide awake and able to furnish up-to-the-minute 
service through its agents and brokers to the public. 
The service I mean is prompt and intelligent assist- 
ance to the agent and broker by the company officials 
and special agents in surveying risks, checking up 
schedules, indicating where saving can be made by 


rovements, and as can be done in many ways, to 


help the agent 


pronerly 





advice in 
the 


help or 
\nd 


investigation 


when he needs 
his 


will, 


ind fair adjustment of 


taking care of business. when 


losses happen, as they prompt and 


he claim, and, when 





intelligent 


adjusted, prompt payment. \ great deal of harm is 
done the business, the company, the agent and the 
public by unintelligent handling of claimants and 


hurried settlement of claims without proper investiga- 


II 





tion, determination of the facts and adjustment. 


Not 


lot of 
and 


LNSURANCE A Cause oF INCENDIARISM 


There is a loose talk prevalent on the part 
the effect 


that insurance companies cause losses by careless and 


of laymen certain public officials to 


indifferent for business. 
just in the same 
way that the existence of private capital is responsible 


underwriting out of a greed 


Insurance companies cause losses 
for thievery. If there was no such thing as private 
capital we deal with. In 
the would be no in- 
cendiary losses, except those that might be caused for 


revenge. 


would have no thieves to 


absence of fire insurance there 
This kind of talk does not do our business 
any good and it is the duty of every insurance man 
1 woman, to the extent of their ability, to educate 
1e public to the fact that the control of incendiarism, 
if it controlled, 


ine 
t! 
can be is not in the hands of insur- 
ance companies, but is purely a function of the gov- 
ernment. It is true, however, that a great many losses 
result of there is 
of the great- 
est service to the insurance companies and through 
the When a re- 
sponsible agent or broker brings into office of an in- 


do occur as a 


the 


overinsurance and 


where agent and the broker can be 
insurance companies to the public. 


surance company a line of insurance and presumably 


from personal knowledge recommends the character 
of the proposed insured and states that the values 
upon which insurance is sought exists, the company 


cannot be blamed if the insurance is granted. The 


company must primarily depend upon the information 


furnished by the agent or broker and when the in- 
cendiary loss occurs and it turns out that the assured 
is commonly recognized as a doubtful character and 


the values were not there, it is then the fault of the 
not the that the in- 
granted. The underwriter must largely, 


igent and insurance company 


Surance was 


if not almost entirely, depend upon the agent and 
the broker for information with respect to what is 
known in the business as “moral hazard.” It is 


true that every other practical line of inquiry is made, 
such as mercantile reports, fire records, etc., but when 
and done it is the agent local, 


nrst-hand knowledge upon whom the companies must 


all is said with his 
depend for protection against bad moral risks. 

It is all faults, but, take the 
fire underwriters by and large, as a whole, and being 
one myself, I say with due modesty, that service is 
the keynote of our business and our record and what 
we stand for is the best proof that it is. 


true we have some 


ASK WRIT OF CERTIORARI 
Insurance Attorneys File Petition in United 
States Supreme Court 

Jackson, Miss., May 15.—Attorneys in the 
anti-trust fire insurance case, now pending in 
the Supreme Court at Washington on a writ 
of error from the Mississippi Supreme Court, 
have filed an application for a writ of certiorari 
in the case. The latter writ is another method 
of getting the record in the case before the 
high court for review. 

The case was taken up on the writ of error. 
Under the technical procedure of this court 
there are certain questions which the court will 
writ of and certain others 
which are reviewable only on writ of cer- 
In full benefit of 
the appeal this double-barrelled appeal was 
taken. 


review on error 


tiorari. order to get the 
No argument of the case will be likely 
before November next, as the court adjourns 
month to in October. 


this meet 


S. E. U. A. to Meet June 13 at Atlantic 
City 

The regular annual meeting of the South- 

eastern Underwriters Association is to be held 

June 13 at Atlantic City. 

mittee will meet June 11 and 12. 


The executive com- 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 
A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 
Price $1.50 
How To Sell Insurance 
The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 
This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 
Red cloth $1.50 


The Art of Insurance Salesmanship 


This volume takes up the instruction of © 


the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of Canvassing. 
(IN PRESS) 

This concluding volume describes many 
ways of soliciting life insurance and in- 
cludes a number of canvassing plans con- 
tributed by experienced field men, with 
the author’s comments on these plans. 
(Now in preparation.) 
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ATTENTION 


We want a general agent in every locality in Ilinois 
and Indiana where we are not now represented. 
Excellent territory open to men of character. Policies 
up to date and non-par. 1200 influential stock- 


holders. 


Do not write us unless you mean business. Refer- 


ence required. 


Chicago National Life Ins. Co. 
Room 324, 202 S. State Street, 
Chicago, Illinois. 














THIRD EDITION—NOW READY 
Thoroughly Revised, Improved and Greatly Enlarged 


Fire Insurance Inspection and Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Associarron 
embers, Insurance Society of New York 


OVER 5000 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


1020 Pages of Profitable Information 


A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors and Underwriters, Students, Firemen an 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 

Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 
Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 

Covers—Just the Book for the Underwriter in Office or Field 
PRICES 

Flexible Binding, $6.00 De Luxe edition, thumb indexed, $10.00 


THE SPECTATOR COMPANY 
CHICAGO - PUBLISHERS - NEW YORK 
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DIXIE FIRE AFFAIRS 


President H. R. Bush Makes Denial 
of Reports About the Company 
and Its Business 














CONTINGENT PROFITS WENT TO 
COMPANY 
Reinsurance Treaty with Hartford Fire 
Increased Demand for Dixie Stock 
Tur Spectator has received the following 
upon an article sent in by 


‘ 


letter commenting 
a correspondent, printed in the issue of May 
10, which we cheerfully give publicity to: 

[To the Editor of Tue Spectator] 

My attention has been brought to the article under 
the heading “The Dixie Fire,” on page 7 of the issue 
of Tue Srecraror of May 10, 1923. 

Knowing the high standing of Tne Spectator and 
its management, I feel very sure that you would not 
have published an article so damaging and unwar- 
ranted as this article if you had not felt that you 
had obtained the facts from dependable sources which 
and yet from beginning to end a careful 


justified it, 
shown you 


investigation on your part would have 
that not a paragraph in that article was justified and 
that there is not a single truthful statement in the 
article. 

The opening paragraph refers to “the Dixie Fire 
There is no scandal in connection with the 
and your paper is 
to our attention 


scandal.” 
Dixie Fire Insurance Company, 
the first suggestion that has 
where there was any suggestion of scandal. 

The second paragraph states that the Dixie “has 
though it 


come 


done a considerable volume of business, 
has always been hampered somewhat by lack of ade- 
quate reinsurance facilities.” We have never been 
hampered by lack of adequate reinsurance facilities, 
but on the other hand few companies, if any, have 
had more adequate reinsurance facilities than this 
company, and we have been offered and declined addi- 


tional reinsurance facilities time and again each and 


every year. We have had contracts of reinsurance 
with the same companies covering a period of more 
than twelve years, and no companies stand higher 


in the business than the companies with which we 
have reinsurance facilities, and for a period of many 
years we have had facilities for more than ten times 
the net retention of the Dixie, and we felt that that 
was entirely adequate and as large reinsurance facili- 
In addition to all of this we have 
represented in our 


ties as we needed. 
the facilities of the companies 
office as department managers, namely, the American 
of Newark, Yorkshire of England and Caledonian of 
Scotland, 

The next paragraph states that “H. R. Bush of 
Greensboro is president as well as general agent, re- 
ceiving a salary as chief executive, and a contingent 
commission on the profits of all of the company’s ‘de- 
partments’ in addition. These departments are State 
agencies, and the company has heretofore paid the 
operating expense of same, although the contingent 
profits went to Mr. Bush.’”? The only truthful state- 
ment in that paragraph is that H. R. Bush is presi- 
and that he has re- 
agency or de- 


general agent, 
a salary. While this general 
as we term it was established with the con- 
the directors of the Tixie Fire Insurance 
Company, it was understood that all the profits, con- 
tingent or otherwise, from this general agency or de- 
partment should accrue to the Dixie Fire Insurance 
Company, and not one cent of contingent commission 
or profit or any other emolument has ever come to 
me from the general agency or department. 

It is true that a reinsurance treaty was recently 
effected with the Tlartford Fire Insurance Company, 
as a result of which the stock of this company has 
been in active demand at 200 per cent or $100 a 
share, while during the past fifteen years prior to 
this treaty the average market price of Dixie stock 
her than $55 to $60 a Share, par value 


dent as well as 
ceived 
partment 


sent of 





not hi 


was 
$50 a 


being share. 


Fire Insurance 








In the next paragraph you state that about the 
time the deal went throngh, or shortly afterwards, 
Mr. Bush and his associates disposed of control of 
the Dixie to other stockholders. Not a share of stock 
has been sold by the writer or any of his associates 


in more than one year, and as a matter of fact I have 


never sold a share of Dixie stock since I have been 
connected with the company, but practically each 
and every year have bought additional stock and 
have bought additional stock both this and last year. 
I do not think any of the gentlemen who could be 
termed as my associates have sold any stock in a 


that 
paragraph unless some stockholders may have claimed 
that 
position, and of course there was nothing to justify 
the stockholders, and 


number of years. There is nothing truthful in 


I was seeking to perpetuate myself in a lucrative 


the part of 


paragraph is absolutely untrue. 


statement on 
of the 

In your next paragraph you state that 
learned on reliable authority that Mr. Bush, in asso- 
ciation with a Philadelphia broker and a man in New 
York, has United States 


agency of the Dixie and two other companies.’ There 


such a 
the rest 


“it has been 


been promised the general 
is not one word of truth or justification in that state- 
The only time that I ever heard of such a 
article was 


ment. 


suggestion other than contained in your 


a letter which I received from the president and editor 


of one of the most prominent insurance journals in 


this country, and in which he told me that he had 
heard such a rumor, and asked for my confirmation 
of it. I replied to this letter that there was abso- 


lutely nothing in the rumor and that was the first 
I had heard of it, and he very properly refrained from 
mentioning it in his paper. I assume that this rumor 
came to you from the same source, as the two gentle- 


referred to were from 


men mentioned in the letter 
Philadelphia and New York. Will say, however, 
that your authority should not again be considered 


reliable, for if there was ever a statement made with- 
absolutely any foundation it is that. 


agency 


I have not 
arrange- 


out 
given one thought to such a general 
ment, there has never been a suggestion of a general 
agency of the Dixie made to me or to anyone so far 
as I know, and there has never been a word said to 
me by anybody from New York or Philadelphia or 
anywhere else in the remotest degree suggesting such 
a proposition as is that paragraph of 
There is simply not a word of truth 


suggested in 
your article. 
in it. 

The next paragraph that 
holders of the Dixie are seeking through the courts 
to have the treaty with the Hartford set aside. No 
one has sought through the courts to have the treaty 
with the Tartford The only case in court 
in which the Dixie is connected, is a suit brought by 
C. D. Benbow, a minority stockholder, in which he 
has sought to enjoin C. O. and 
other members of the Blades family from interfering 
management of the Dixie on account of an 
The suit seeks to enjoin either the Dixie 
which 


states dissatisfied stock- 


set aside, 


Robinson several 
in the 
illegal pool. 
or the Hartford from 
has been entered into between those two companies, 
and at a three-day hearing in the United States Dis- 
trict Court of the Western District of North Carolina, 
every contention on the part of the Dixie was sus- 
This suit was not brought by anyone opposed 
contract with the Hartford, but by a stock- 
favor of the contract. There is absolutely 
contract having been 


abrogating the contract 


tained, 
to the 
holder in 
not the slightest question of the 
ratified by the Iegally and lawfully constituted board 
of directors, although in the answer of the defendants 
they incidentally claimed that the board of directors 
Up to 1915 the 
pro- 


did not have the number required. 
by-laws of the Dixie Fire Insurance Company 
vided for a board of directors, composed of not less 
than twenty nor more than thirty stockholders. The 
by-laws were amended in 1915 so that the board might 

At the 
directors 
stock- 
amendment made 
have elected 
At no meeting 


nine nor more than twelve. 
February, 1915, all the 
a new board of twelve 


be not less than 
annual meeting in 
resigned, and 
elected after the 
only twelve 


present, 
holders 
to the 
each and every year since that time. 
of the board of directors since the amendment to the 


was was 
been 


by-laws, and 


by-laws has there been a larger number than eight 
present, except the meeting when the contract with 
the Tlartford was ratified and approved, and there 
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were nine present on that occasion, and no vote was 
cast against the ratification, and the suggestion that 
this was not ratified in accord with the by-laws was 
simply absurd. 

Your next paragraph states as a fact that a mo- 
tion is also before the courts to have the Dixie 
liquidated. I wonder where you could have gotten 
this information, as there is not a word of truth in 


that statement, and there has been no petition to 
liquidate the company,: but both sides to this con- 
troversy have stated their intention to continue the 


Dixie in business. 

Your closing paragraph refers to the examination 
of the company, which by the way was requested by 
the present officers of the company, and is the regular 
examination required under the laws of this State once 
in every three years, this being the regular time for 
the examination. The report of this examination will 
shortly be made, and I have shown this article in your 
paper to F. C. Willis, of Frank J. Haight & Company 
of Indianapolis, Ind., who is in charge of the examina- 
tion, and he states that the examination is now practi- 
cally complete, and he has found nothing to justify 
the statement that the company’s records are a mass 
of confusion. 
Dixie was put in operation in our office by. a promi- 
insurance auditing firm of New York several 
ago. Since that time there have been improve- 
ments in accounting system, and the examiners feel 
that we can make further improvements in our sys- 


The present accounting system of the 


nent 


years 


tem. Their suggestions, however, have all been with 
the idea of condensing the records and eliminating 
unnecessary details. c 

You further state in this paragraph that “it is 


stated that the examiners found that the statements 
rendered monthly by the banks with which the com- 
pany deposits money, have not been checked against 
the company’s ledger, and an effort made to recon- 
cile, for a period of over three years.’”’ There was 
a difference of $46.60 between the books of this 
and the statements of the banks that has 
not accounted for, and resulting from 
that existed as far back as 1919. The bank 
ments have been checked each month and the differ- 
ence brought forward. This difference occurred dur- 
ing a time when there was a shortage of help in the 
department, and were working under 
high pressure. The bank accounts are now in bal- 
ance, and this difference of $46.60 is carried in sus- 


company 
been errors 
state- 


cashier’s we 


pense account. In every other respect the cash ac- 
counts of this company are in balance. 

After reading your article, Mr. Willis, in 
of this examination, feels that it is so unfair and un- 
warranted that he has written a letter to the Honor- 
able Stacey W. Wade, Insurance Commissioner, at 
Raleigh, and has given me a copy of the letter, and I 
enclose a copy of that letter to you herewith. 

Now Mr. Editor, may I be permitted to say a few 
words as to just what this controversy is? ‘I came 
with this company in 1909, when the capital of the 
company impaired. years we lab- 
ored against extreme difficulties, due to the awful rec- 
ord that had occurred during the several years prior 
to my connection with the We continued 
to have severe losses, due to bad investments, to gen- 
eral agency contracts, and from other sources, all of 
the company. 
company we have lost 
there has been 
$300,000 in 
overcome an 
impairment to the capital, and this 
has a surplus of more than $600,000. T have affi- 
davits from all the directors, other than the three 
representing the Blades interest, in which they state 
that my management been and that 
there never has been a complaint made by anyone of 
anything that I have this 
the Hartford was made, which, by the way, was not 
submitted to the directors until it had been approved 
by the Blades interest. The contract received the 
unanimous approval of the executive committee, and 
later was ratified without a dissenting vote on the 
part of the board of directors of the company. 
Robinson, who 


charge 


was For several 


company. 


connection with 
the 


investments, 


antedated 
connection 
nothing on account of 
an underwriting profit, 
dividends to the stockholders, and 


which my 


Since my with 


we have paid 
have 
to-day 


company 


has successful 


done until contract with 


Following this a young man, C. O. 
had married a daughter of one of the largest stock- 
holders of the company, W. B. Blades, came to 
Greensboro, and threatened all sorts of things unless 
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Teamwork Tells 


Agents’ loyalty and enthusiasm, plus New Home 
Office Service features, produce Teamwork and in- 
crease production. 

These new features for 1923 will help Union 
Central Agents get more business. 


For policyholders: Increased Cash Values made re- 
troactive—Enlargement of Free Health Test Service— 
5% interest on policy proceeds and dividends, left on 
deposit. 

For Agents: Home office leads—Letter Circulariza- 


tion Service—Special Bulletin Service—Limit increased 
to $200,000. 


For prospects: New Business Protection Policy—New 
Life Income Endowment Policy—Liberalized Disability 
Clause—Substandard Insurance. 


Teamwork—Boosting Policyholders and a Loyal 
Agency Force backed up by the Home Office insure 
success for the Union Central Agent. 


For agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 




















Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 














PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 




















> 
os 











THE SPECTATOR 


A WEEKLY REVIEW OF INSURANCE 








INS URAN CE SECTION 








New York and Chicago, Thursday, May 17, 1923 














Some Further Observations on Savings Bank Insurance 


In response to numerous requests for addi- 
tional information concerning savings bank in- 
surance, and in amplification of certain state- 
ments made in a previous article, and the cor- 
rection of minor errors, I add the following 
observations : 

Reference in the previous article was made 
to the Savings Bank Act of 1907, which, of 
course, was intended for Savings Bank Insur- 
ance Act passed that year. 

The total premium income received up to 
the end of 1922 should have been for the busi- 
ness year ending October 31 that year and not 
December 31. 

The statement regarding methods of pre- 
mium payments should be amplified as follows: 

Policies may be obtained on the annual-pre- 
mium plan as low as $250, and on the monthly- 
premium plan fer amounts as low as $50. The 
number of monthly-premium policies in force 
is 3286, representing $770,169 insurance. The 
statement referring to total disbursements more 
correctly stated is as follows: 

Of the total disbursements of $358,539 dur- 
ing 1922 the amount paid on account of death 
claim was $82,553, while $161,558 was paid on 
account of dividends, and $33,581 on account 
of surrender values. Of passing interest is the 
statement that $21,216 was paid for salaries, 
$5782 for medical fees and $1637 for collec- 
tion fees to public agencies in savings banks and 
trust companies. 

Reference was made in the original article 
to policy fees. This, more correctly stated, 
should be as follows: 

In making application for insurance a deposit 
is payable of $2 in the case of a single applica- 
tion and of $3 if two applications are made at 
the same time, of $4 in the case of three applica- 
tions and $5 in the case of four or more. If 
the applicant is declined, the deposit is re- 
turned to him. Otherwise it is credited on ac- 
count of the initial premium. 

The premium payments for deferred annui- 
ties are slightly less than stated in the original 
article. In the case of a woman, 25 years of 
age, monthly premium would be $1.70, payable 
to age 65. At this age the returned payment of 
$200 per annum would commence and continue 
for the subsequent duration of life. These 
policies are receiving dividends equal to three 
monthly premiums. Both immediate and de- 


By Dr, FrepertcK L. HoFFMAN 

ferred annuities are offered, but the opportunity 
to provide for old age has not been generally 
availed of, there being only 227 contracts in 
force at the present time embodying the annuity 
feature. The number of policies canceled after 
six months’ duration, when surrender values 
become applicable, and before the end of twelve 
months, was 163 (i. e. less than g per cent of 
the number written). The amount of cash paid 
on the surrender of these contracts was 
$821.74.* 

Complete data are not available on the ques- 
tion of how far advantage has been taken of 
the option on the part of the insured to have 
his premiums automatically deducted from his 
savings bank account. But the statement is 
made by those in charge of the system that in 
one manufacturing plant, where 1000 applica- 
tions have been written during the past year, 
about 900 of these policyholders have author- 
ized deduction of premiums from savings bank 
accounts already in existence, or have opened 
savings bank accounts for the purpose. It 1s 
also claimed that a ten-year savings bank insur- 
ance plan recently inaugurated by some of the 
savings banks in conjunction with the savings 
bank system has given considerable impetus to 
the practice of automatic deduction of premiums 
from savings bank accounts. 

The savings bank insurance plan 1s 
simple indeed and apparently very practical. 
Under this plan, as for illustration, by the 
Worcester Mechanics 3ank in co- 
operation with the savings and insurance banks 


very 


Savings 


writing insurance under the auspices of the 
Commonwealth of Massachusetts, the person in- 
sured starts out to save $1000. The person is 
required to make a small monthly deposit of 
a stated amount for 120 months, at the end of 
which time the amount in the savings account, 
plus the cash surrender value of the policy 
equals the sum of $1000. During the ten years 
the depositor has been insured for $1000. The 


“The revised statistics concerning lapses recently 
completed include the monthly policies as well as 
policies on the annual plan. During the year 1921 
there were issued and paid for 2331 policies of which 
117 policies, or about 5 per cent, were lapsed within 
the first six months of duration. Of the total number 
of 2331 policies written 175 policies or 7.5 per cent 
were cancelled after they had been in force six months, 
but not more than twelve months. These policies were 
entitled to a cash surrender value and the _ policy- 
holders received from the banks on account of these 
policies a total of $867.46. 
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monthly deposit at age 30 would be $7.40 for 
$1000. After the 120 monthly deposits are 
completed the insurance may be continued. The 
insured has the option of withdrawing the bal- 
ance to his credit in the savings account and 
leaving his insurance policy intact and con- 
tinuing the insurance for the annual premium 
applicable to his age at entry. 

It should be thoroughly understood that all 
policies in force six months or more are entitled 
to a cash surrender value, and it should have 
been explained that the accumulated assets 
given as $2,348,945 on October 31, 1922, in- 
clude the general insurance guaranty fund of 
$122,159.52. 

The question has been asked as regards the 
procedure in taking out savings bank insurance. 
It is explained to me through the manager of 
the fund that the usual procedure on the part of 
a person having a residence in Massachusetts is 
as follows: 

“The applicant writes a letter or post-card 
addressed to savings bank life insurance at the 
State House usually for information about the 
insurance. That inquiry is answered by a letter 
enclosing rate sheets and other information. 
After the lapse of a few days the application 
comes back to the office at the State House 
accompanied by check or money order for $2. 
The applicant is then written a further letter, 
while at the same time his application is sent 
to a local medical examiner with a letter, which 
is limited to the usual essentials connected with 
such transactions. When the examination has 
been made the medical examiner returns the 
application to the office at the State House, ac- 
companied by his report to the medical director. 
The medical director approves or declines the 
case and sends the same to the insurance bank. 
If it is an approved case, the bank writes the 
policy and sends it to the office at the State 
House for delivery. The applicant is then 
notified that the policy is ready for delivery, 
and on receipt of the balance of the first pre- 
mium, minus the $2 paid on deposit, the policy 
will be delivered. As soon as the premium 
has been paid, the full amount is sent to the in- 
surance bank.” 

The foregoing concerns an individual appli- 
cant. If employed in a factory which is an 
agency for savings bank insurance, the pro- 
cedure is even more simple, no initial deposit 











being required. In lieu thereof, the applicant 
signs an authorization on his pay envelope and 
when the policy has been written by the issuing 
bank it is forwarded by the bank to the em- 
ployer and delivered to the policyholder at his 
place of employment. 

The foregoing should make it clear that the 
insurance department of the savings bank is 
to all intents and purposes an insurance 
pany transacting business in much the 


com- 
same 
manner as any other life insurance company un- 
der private management. The policyholder is 
under no obligation to have a deposit in a sav- 
ings department of the bank in which he is in- 
sured. It is merely his privilege to have his 
insurance premiums deducted from his savings 
bank account if he wishes to do so. This priv- 
ilege, it is stated, is being availed of by hun- 
dreds of policyholders. On the other hand, a 
large percentage of the policyholders do not 
have their premiums deducted from a savings 
bank account, but send the same to the insur- 
ance department of the bank quarterly, semi- 
annually or annually, as the case may be. 

In addition to the foregoing it should be 
stated that the educational work carried on by 
voluntary subscription has been gradually dis- 
continued until it now amounts to only a nom- 
inal sum. 

Summarizing the foregoing facts and observa- 
tions they would seem to justify the conclu- 
sion that the State of Massachusetts may point 
with pride to an achievement in the field of 
social reform in which unquestionably there arc 
still vast but unrealized opportunities for com- 
bining the functions of State forms of encour- 
agement with those of private initiative and 
enterprise. Whatever 
to the proper sphere of the State in such mat- 
ters, this is a free country in which definite 
public good 


views may be held as 


aims and purposes aiming at the 
have a right to be tried and stand the test of 
experience. 

Savings bank insurance is unquestionably a 
State-managed institution and, as has been said 
before, a State-aided plan, combining philan- 
thropy with business. While the results are 
seemingly small in comparison with the enor- 
mous aggregates of insurance generally it is 
not an insignificant matter that the public should 
have taken advantage of this system to the ex- 
tent of $23,000,000 of insurance obligations in 
force at the present time. That this 
has been successfully achieved is largely to the 
credit of Miss Alice Grady, the indefatigable 


result 


high-minded manager, in charge of savings bank 
insurance. The system, while possibly in some- 


what unfair competition with private enter- 
prises, is nevertheless fairly managed as a 
State institution and deserving of the assist- 
ance of all who can give furtherance to its ob- 
jectives. It is to be hoped that no false plea 
of State economy and consolidation, as pointed 
out by the Boston American, will succeed in 
destroying “the savings bank life insurance 
development by attrition.” For no one 
dispassionately reviews the facts of 
bank insurance during recent years but must 
agree to the conclusion of the Boston American 
(March 20, 1923), that the State is under pro- 


who 


savings 
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found obligations to Miss Alice H. Grady, “the 
able and enthusiastic deputy commissioner of 
savings bank insurance, under whose energetic 
and intelligent administration the savings bank 
life insurance has increased to about 
$22,000,000 (now over $23,000,000).” 

This Fit Your Case? 


How Far Dees 


An advertising manager of a certain or- 
ganization recently said this in a letter to the 
president of La Salle Extension University: 
“My personal experience has been that practi 
cally all our extremely successful salesmen be- 
long to what modern psychologists classify as 
tvpe. The form of the 
‘doer’ type has the receding forehead, nose with 
the nostrils light-colored 
All of these physical characteristics are 


the ‘doer’ extreme 


looking down and 
eyes, 
not essential to make the ‘doer’ type—the same 
profile with dark eyes can be extremely ‘doer.’ 
with reced- 


Also, sometimes the straight nose 


ing forehead and light eyes is a good ‘doer’ 
combination. 

“However, as I look over all our best sales- 
men I find that they all have somewhat curved 
noses with the nostrils looking decidedly down 
and slightly receding foreheads. If the nose 
is sufficiently aggressive a person with a straight 
forehead is sometimes effective, which throws 
him into the ‘thinker doer’ type, which is per- 
think 


salesmen they all belong 


haps most effective of all. As I over 


twenty of our best 
to the ‘doer’ type. 
“Then, in addition, they all have a ‘sporting’ 
instinct, which means that they are attracted 
to other men and are good mixers with them. 
A man must be born with these qualifications. 
find that our best 


“Further, I salesmen are 


usually filled with sort of 


a crusading zeal in 
difficult for 


regard to our line. It is very 

them to see obstacles really as great as they 
are and they feel, in a sense, outraged at any- 
body’s not carrying our line and not thinking 
as much of it as they do.”—Pacific Mutual 


News. 


See the Man with a Mortgage 
Every agent knows or can get the names ol 
people whose homes are mortgaged or about 
to be mortgaged. 
The man who has placed a mortgage on his 
which he in 
Tf he 


dies before he has wiped out his debt, he has 


home has incurred an obligation 


tends to pay. If he lives, he can do so. 


saddled onto 


1 


heavier on them than it was on him. 


his family a burden that will be 


Every life insurance man who has been in 
the business any length of time is aware of 
the tragic consequences that so frequently fol- 
low the death of the man who did not live 
long cnough to carry out his intentions. Not 
only death, but total disability is a contingency 
that should be guarded against. Life insurance 
furnishes the means of protecting the family 
against the loss of their home when the earn- 
ing power of the head of the house ceases. 
I-very man who has a mortgage on his home 
should carry sufficient life insurance to pay 
it off. Many can well afford to carry a special 
policy for this purpose. 
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Wide-awake agents are finding it Profitable 
to seek out men whose homes are encumbered 
with mortgages. These agents get their Pros- 
pects’ names and any other useful informa. 
tion at the county court house, or through 
friends or acquaintances. Banks and building 
and loan associations can also be helpful in 
In. this 


connection it is significant that many banks 


handing out tips on live prospects. 


make it a rule to ask the prospective borrower 
how much life insurance he carries.—Guardiqy 
Life Service. 


Three Essentials of Leadership 

Three essentials are absolutely vital to every 
general agent and to every district manager, 
The sced of large success will never germinate 
in any man who lacks even one of them. First 
A true leader must be “straight,” that is, sip. 
cere and genuine. He must work with an yp. 
selfish purpose, hewing close to his particular 
line, never distracted by frivolous side-tssues, 
Second. A leader must have care for his asso- 
ciates; he must be democratic, not merely rec. 
ognizing the principle of legal equality, but re. 
fusing to take the slightest personal advantage 
of distinctions of rank and privilege. Third. 
He must un- 
having judgment in 


He must know where to lead. 


derstand relative values, 


past things and vision for things to come. 
This is the rarest cf qualities, but the rest make 
for mediocre success without it. 

Aren't they worth the effort when they mean 
» much to your future in our organization?— 


New England Pilot. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

| eee Siareisieisuois; sianeie nessa oe 
Twenty Payment Life... ..... $172.10 
Twenty Year Endowment... . $240.10 


United Life and Accident Insurance Co! 
Home Office, United Life Bidg., Concord, N. H. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








There are two recognized methods of teach- 
ing law students—first, to commence with the 
principles of law, then to study the applica- 
tion to typical to commence 
with typical cases and then to study the prin- 


cases; second, 








Ee POU Ly 


ciples involved. The second is the more mod- 
ern method, is known as the “case’’ system and 
is looked upon by many lawyers as the most 
effective way of teaching law and of develop- 
ing the reasoning powers. Actuarial students 
generally study the underlying principles in 
the distribution of surplus, but when they come 
to the practical application they occasionally 
find difficulty in reconciling principles enun- 
ciated many years ago with the practice under 
present Moreover, there is a 
sparsity of literature on the subject of practical 


conditions. 


distribution showing in a concise manner all 
the factors involved in meeting the actual sit- 
Let therefore, consider the prob- 
lems involved in the distribution of annual 
dividends by studying first the methods actu- 


ally employed by a number of companies, there- 


uation. us, 


by adopting a system equivalent to the “case” 
This attempt may be 
of value to the older actuaries as the increase 


system of teaching law. 


in annual dividend scales and the changes in 
conditions in recent years have resulted in very 
careful analyses to determine whether or not 
the methods of the companies reflect reason- 
ably the present sources of surplus. The pro- 
posed procedure may not enable us to deduce 
satisfactory principles, but it certainly will re- 
flect the actual methods of the companies and 
will show us the points in common use. 

As a basis for our study we shall take the 
of twelve 


methods companies, the actuaries 


of which have been very generous in giving 
information with regard to present practice as 
well as to changes in contemplation. Where 
such changes have been decided upon the new 
method taken. The companies se- 
lected are prominent, with home offices in dif- 


ferent parts of the country, and represent in 


has been 


Paper presented at the annual meeting of the 
Actuarial Society of America, New York, Thursday, 
May 17, 1923. 


By ARTHUR 


Methods of Distributing Annual Dividends 


HUNTER 


Actuary, the New York Life Insurance Company 


good examples of the different 


1 
methods 


vays of dividend distribution in use at present. 
in order to keep this article within reasonable 
limits, it has been necessary to exclude com- 
panies carrying a reserve on the preliminary 
term basis. Information on this phase of the 
may be obtained from an interesting 
review by J. Charles Rietz (Record A. I. A,, 


Vol. XI) which unfortunately was not brought 


subject 


to my attention until most of the material for 


this article and the draft of it had been com- 


pleted. As the two papers do not cover the 


same. ground this contribution has been pre- 
sented on the lines originally developed. 
The 


usually 


surplus 
and three- 
used in 


methods of distributing are 


designated as two-factor 
ratios are 
determining t individual 
We to 
place the twelve companies under these head- 
ings. Two companies appear under the head- 


ing 


factor, 1. e., two or three 


1e dividend under an 


policy. have accordingly endeavored 


ing of the “two-factor” method, although they 


use the three main sources of surplus 


First DiIvipEN! 

The question of the time when the first divi- 
dend is payable is a matter of importance. In 
eight companies the dividend is payable at the 
but in five of these 
on the 
In three the dividend is pay- 


able at the end of the s¢ cond policy year, irre- 


end of the first policy year, 
i ent 


it is contin payment of second 





year’s premium. 


spective of whether or not the ensuing year’s 
premium is paid. In the divi- 
dend is not payabie until the end of the third 


one 


company 


The method of assessment of 


year. expenses 
is intimately connected with the time at which 
the first dividend is available, hence we will 


now take up that subject. 


ASSESSMENT OF EXPENSES 
The practice of three-fourths of the com- 
panies is to assess the insurance expense in- 
expenses total 
This is justified on the 


cluding acquisition against the 


insurance 
eround that the new policyholders are 
fit to the old policyholders, and, as part of the 


premiums. 
a bene- 
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expenses of bringing in the latter were met 
still should in 
turn bear their share in the expenses of the 


by older policyholders, they 


new business. In this connection it may be 
stated that a part of the savings in mortality 
on account of the new entrants is sometimes 


used as an offset to charging acquisition ex- 
penses against all the policyholders. 

the initial commis- 
sions, medical fees, inspection fees, advances 


One company charges 
and salaries to agents against first year’s pre- 
miums; the renewal commissions and collection 
fees against renewal premiums; then distributes 
other investment expenses, 
against all premiums. As it pays a dividend 
at the end of the second policy year, the assump- 
tion is thereby made that as a result of the 


expenses, except 


savings in mortality the full reserve wstl be 
within a short time. Another com- 
pany assesses its expenses against first year’s 


on hand 
and renewal premiums in accordance with the 
incidence of expense, and does not pay divi- 
dends until the net level premium reserve has 
been accumulated to the credit of the various 
groups of policies. 

Another company, which does not pay a 
dividend until the end of the second year but 
pays an extra dividend at the end of the fifth 
vear, charges the expenses on a scale decreas- 
ing the duration of the policy. This 
scale is calculated so as to approximately meet 


with 


all expenses over a series of years including 
acquisition expenses. 


The method of loading the premiums should 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
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OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres, 
Manager of Agents 

















be considered in reviewing the method of 
assessing expenses. 
ing is a percentage of the net premium for 
the policy, plus a percentage of the ordinary 
life net premium at the corresponding age. In 
two companies the same procedure is followed 
except that the loading on endowment insur- 
ances is a percentage of the net premium on 
corresponding limited payment life policies. In 
one company the method of loading is the 
same as for the other companies except that 
on endowment forms it is a percentage of the 
premium for the policy, plus a percentage of 
the corresponding limited payment life net pre- 
mium and also of the ordinary life net pre- 
mium. If we include two companies which 
assess expenses as a percentage of the loading, 


In nine companies the load- 


there are seven companies which charge the 
expenses against the policy in two parts—as 
a percentage of the premium for the policy 
and as a further percentage of the ordinary 
life premium at the same age. The effect is to 
grade expenses by plan so as to charge a lower 
percentage on the higher priced policies. While 
the law of the State of New York does not 
prescribe the initial commissions which shall 
be paid, its effect is to force the companies to 
pay a lower percentage on the endowment plans 
than on the ordinary life and limited payment 
life plans. 
pay from I5 per cent to 20 per cent more on 


For example, the companies usually 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 
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an ordinary life premium than on a twenty- 
year endowment premium. 

Only one company combines the savings in 
loading with mortality gains, distributing the 
net as a percentage of the cost of insurance. 
There are two companies, which, while they 
load their premium by a percentage of the 
ordinary life premium and a percentage of 
the premium for the policy, charge expenses 
as a percentage of the gross premium. Both 
of these companies state that part of the mor- 
tality profit is used as an offset to expenses, 
so that any resulting from this 
method of expense assessment may be offset. 


inequality 


Some of the others may use a percentage that 
is not of itself quite enough to cover all 
expenses. 

The general practice is to add a year’s inter- 
est to the gain from loading, but three com- 
panies do not give such interest. 

While we are dealing with the subject of 
the assessment of expenses, an endeavor will 
be made to answer the various questions raised 
with expenses. Our corre- 
spondents state that State taxes, which are 
usually a percentage of the premium, are in- 
cluded with the insurance expenses. Although 
the Federal taxes largely depend upon the in- 
terest earnings, these are also included with 


in connection 


insurance expenses in the majority of com- 
panies. Investment include (1) 
taxes and expenses on real estate, (2) taxes 
bank charges, pre- 


expenses 


on interest receipts, (3) 
miums on fidelity bonds, insurance on securi- 
ties, (4) general expense connected with in- 
vestment, which varies from one-sixth to one- 
eighth of one per cent on the mean amount of 
invested assets. 


RATE OF INTEREST 
In determining the rate of interest earned 
for the year, there does not seem to be much 
difference in the methods the com- 
panies. The general process is that shown in 
the gain and loss exhibit. Interest and rents 
received are adjusted on account of those items 


used by 


which are due and unpaid, and also those paid 
in advance. 
is deducted, that 
added, and_ the 
amortization of bonds. 


The interest on borrowed money 
from accrual of discount is 
adjustment made for 
We have already dis- 
deducted on ac- 


usual 
cussed the items which are 
count of investment expenses. 

A uniform practice does not exist with re- 
gard to treatment of profit and loss on invest- 
ments, although the majority of the companies 


Thursday 


consider these items as additions to or deduc. 
tions from the interest earnings of the year, 

The rates of interest used by the Companies 
in the calculation of dividends on premium-pay. 
ing policies are as follows: 

I company uses, 4.4 per cent. 
4 companies use, 4.5 per cent. 
4 companies use, 4.6 per cent. 
I company uses, 4.75 per cent. 
I company uses, 4.8 per cent. 

In determining the dividend scale the general 
practice is not to use the exact rate of inter. 
est earned during the year. An endeavor is 
made to adopt a rate of interest which wil 
approximate to that earned over a period of 
years, making due allowance for additions to 
the contingency fund. 

We notice that there is not a uniform method 
in determining the denominator of the fraction 
which gives the rate of interest earned. The 
denominator is in some cases the ledger assets, 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinois 

















EDMUND P. MELSON, President 


ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 





J. DE WITT MILLS, Secretary 
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in others the admitted assets, or in still others 
the total liabilities normally required to draw 
interest, which consist of the total liabilities 
Jess such items as unpaid policy claims, accrued 
expenses and taxes payable in the succeeding 
year, It is not essential to determine the 
theoretically exact rate of interest earned when 
an average rate for a period of years is em- 
ployed in the calculation of dividends. 


MortAaALity SAVINGS 


Seven of the companies distribute their mor- 
tality savings as a percentage of the cost of 
insurance on the American Table of Mortality, 
such percentage generally decreasing with at- 
tained age. This decreasing percentage is 
assumed to reflect the difference between the 
past and present mortality experience. One 
company uses a percentage of the difference 
in the cost of insurance on the American Table 
of Mortality and the American Men Ultimate 
Table. Another company gives a constant rate 
per thousand of the amount at risk, and still 
another uses the mortality savings to decrease 
the expense charge. 

The theoretical method of distributing mor- 
tality profits is according to the amount of net 
risk incurred under each policy, but if the 
mortality profits as earned were determined it 
would be necessary to take into account the 
experience of the company by age of insured, 
by duration of policy, by plan of insurance 
and by amount of policy. I question whether 
any company has done this on account of the 
labor involved and the fluctuations in mortality. 

In connection with the study of the savings 
in mortality, the reader should have in mind 
the difference between the American Table and 
the mortality experienced by the companies at 
present. For the period of the last fifteen 
years the American Mortality Select Table 
represents approximately the experience of 
most of the companies, although many com- 
panies are now below that table. Since so 
many companies have experienced a lower 
mortality than the American Mortality Select 
Table in the last three years, the majority of 
the companies could consider the saving in 
mortality as the difference between the cost 
of insurance on the American Table and the 
American Men Ultimate Table, although it 


might not be good judgment to distribute all 
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of these savings. In order to show the reader 
the extent of this difference a brief table with 
a summary is attached (Exhibit C), which 
shows the percentage to be applied to the cost 
of insurance on the American Table in order 
to obtain the mortality savings: 








Exuizit C 

ene : 

eta a 

$8 = = =< 

4 ws * bo apie 

bom ee 

a=) 3S bog no} s > 
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20 50% 58 2% 
1 49 59 1 
Zz 48 60 0 
3 fs 1 — 1 
4 47 2 ] 
25 47 3 — ] 
6 46 4 — 1 
G 46 65 l 
8 47 6 — 1 
9 47 7 1 
30 47 8 0 
1 47 9 0 
2 48 70 + 1 
3 47 1 1 
4 47 2 2 
35 47 3 2 
6 46 4 2 
7 45 75 3 
8 43 6 3 
9 42 7 3 
40 40) 8 4 
1 38 9 5 
2 36 80 6 
3 34 1 8 
4 31 2 9 
45 29 3 11 
6 26 4 13 
7 24 85 16 
8 21 6 20 
9 18 7 25 
50 16 8 80 
1 14 9 34 
2 12 90 38 
3 9 1 44 
4 8 2 49 
55 6 3 53 
6 4 4 58 
q 3 95 61 


This table may be summarized as follows: 


Age Attained Per Cent of Cost 


SU Me ob cas nn eee ce eka ae aa hae aa nema ie 47% 
RENO Oe c's oaanet decreasing by 2% for each age 
Pier RENO Meiah dv aiccdin'alecaierale gcse eV ciara sa erare mee eases None 
POE Mele cia dina 'slccaga te aacweauea increasing by 3% 
SO 1G Siac 6 oe ore increasing by 2% for each age 
8610-96 6.. 's ese increasing by 4% for each age 
*This represents gq — q’ where q’ is on the American 


Mortality Ultimate and g on the American Experi- 


ence Table. 

There is an impression among some students 
that the apparently low mortality of recent 
years is due largely, if to the in- 
creased proportion of new to old business. In 


not solely, 


considering this matter two questions are 1n- 
volved. The first question refers to 
parison of the actual with expected deaths by 
Table; and the second to the 
company’s experience with 


a com- 


the American 
comparison of the 
a select table of mortality. 
the last three 


A company’s mor- 
tality during years might have 
decreased from 60 per cent t 
the American Table, yet the 
American Men Select Table remain unchanged. 
This would be due to a large influx of new 
however, there 


50 per cent of 
ratios to the 


business. In most companies, 
has been an actual improvement in mortality 
latter table or with the 
company’s own experience, and this mprove- 
reflection of the trend among the 


at large. 


compared with the 


ment is a 
population 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
past history and 
Address, 


tails, 
reference. 


ey 


STANDARD LIFE 
INSURANCE CO. 


St. Louis, Ma 

















LEADS THEM ALL In Its Home State, Except Two—THE METROPOLITAN and NEW YORK LIFE 
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Participating plan. 


surance man. 
for years. 














HOME OFFICE: TOPEKA, KANSAS 








It is gratifying to the officers of our Company to say that in 1922 
only two companies wrote more business in the stale of Kansas 
than we did. We also show a greater increase in business in force 
than any other Kansas company. 

WE WANT DISTRICT MANAGERS FOR ARKANSAS, MIS- 
SOURI, NEBRASKA, OKLAHOMA, IOWA, TEXAS, MINNE- 
SOTA, AND KANSAS. 

WRITE AND SEE WHAT WE HAVE TO OFFER 

Policy contracts that are different. 


Every active officer of our company is an experierced Life In- 
We have been on the firing line with the rate book 
Our business is to help you. 

Better Life Insurance policies are being written—-THE NATIONAL 
RESERVE LIFE writes them. 


Non-participating end 
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ISXPENSES COMBINED WITH 


Mortatity GAINS 


SAVINGS IN 


In two companies the savings in mortality 
were combined with the savings in expense, 
in one case the combined or net gains being 
distributed as a percentage of cost insurance, 
and in another as a proportion of the loading. 
This combination of two factors is probably 
the result of the change from conditions pre- 
vailing fifty years ago, which has materially 
altered the incidence both of expense and of 
mortality An endeavor has been made by us 
to determine the effect of combining the gains 
from mortality with the savings from loading. 
In a test of one company it was found that 
the gain from the two sources constitutes nearly 
a constant per thousand of insurance except 
at the older ages at entry. Other calculations 
indicate that the net result of combining the 
two factors depends upon the different condi- 
tions in each company, such as the relative 
size of the company, its age, the duration of 
the policies, the extent of the savings in mor- 
tality and the nature of the expense charge. 
GAIN FROM LAPSES AND SURRENDERED POLICIES 

In conversation and through correspondence, 
I find that there is a marked difference of opin- 
ion regarding the method of distributing sur- 


plus from surrenders and lapses, which may 
be lookec upon as the fourth factor. The most 
common method, however, seems to be to con- 


sider the profits from this source as a deduc- 
tion from all the expenses or from the initial 
expenses only. In discussing this part of the 
subject we should bear in mind that the method 





Peoples 
Life 
Insurance 
Company 


Franktort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.06 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 
NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVIS:ON, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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of determining the surrender values bears a 
relationship to the method adopted in regard 
to the 
which gives a surrender value at the end of 


assessment of expenses. A company 
the first year, making a comparatively small 
surrender charge, naturally takes a view re- 
garding the assessment of expenses somewhat 
different from that of those companies which 
do not pay a dividend until the end of the 
second year, and which proceed, in calculating 
their surrender values, on the assumption that 
the policyholder should bear his share of the 
acquisition expenses if he surrenders his pol- 
icy in its early years. 

In dealing with lapsed and surrendered pol- 
icies it seems more correct to refer to gains 
rather than profits in the case of companies 
carrying the full level premium reserve. In 
the gain and loss exhibit the difference between 
the amount allowed by the company for the 
lapsed policies and the reserve is considered 
as a gain. Under policies lapsed at the end 
of the first year without an allowance to the 
insured this that the net 
gain, which is technically correct, but it could 


means reserve is a 
not be considered as a profit after all the initial 
expenses had been met. It 
therefore, from the gain and loss exhibit to 
the true profits from 
This can 


is not possible, 
determine what. are 
lapses and surrendered policies. be 
done by making a series of calculations, taking 
account of all the sources of surplus and of all 
expenses, so as to determine how much was 
in hand per thousand at time of lapse or sur- 
render and then comparing it with the value 
allowed the policyholder in eash, term exten- 
sion or paid-up insurance. 


SpectAL MetuHops oF DISTRIBUTION 
Two of the companies use special methods in 
the distribution of surplus, which cover all the 
main sources of surplus. One determines the 
premium which is based approximately on the 
company’s actual experience, except as to in- 
terest. The second creates insurance funds by 
age groups, thus determining how much sur- 
plus is on hand. An analagous practice is fol- 
lowed by a third company which determines 
quingquennially the amount in hand by taking 
account of the conditions experienced. In the 
three instances the procedure is equivalent to 
determining the asset share of the policy or of 
a homogeneous group of policies. There ap- 
pear to be at least three methods of applying 
this principle to the calculation of annual divi- 
dends. In three companies under discussion 
the factors of mortality, 
lapse, surrender and profits and losses on in- 
another 


expense, interest, 
vestments are taken into account. In 
a premium is calculated by taking account of 
all these factors, which, when deducted from 
the premium charged, gives the surplus earned 
In still another 
the 


with interest at 3% per cent 


the actual income and disbursements of 
year are divided among 
insurance and year of the resulting 
credits added to the funds at the 
beginning of the year similarly divided, which 
give the asset share at the end of the calendar 
year. In the third company a rate of expense 


is calculated for the year and is applied to 


the groups by plan of 
issue, 


insurance 
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Thursday 


the adjusted premium, which is the Mean of 
the ordinary life premium and the premium 
for the policy. A rate of insurance expenses jg 
obtained, and a select table of mortality is pre. 
pared based on several years of issue. Discop, 
tinuance rates and rates of surrender allowance 
are derived from actual experience based on 
age plan of insurance. These factors are Used 
to form histories which carry forward the inl. 
surance fund from the beginning to the end 
of each year. ‘In preparing these histories the 
annual dividends paid are charged as an ey. 
penditure, so that at any time the amount car- 
ried to the contingency fund can be determined 
by deducting the reserve. In making tests py 
the asset-share method the opportunity arise 
to charge the expenses as nearly as Possible 
in accordance with their origin, which would 
generally result in charging them partly as q 
percentage of the premium and partly as a 
constant of the sum insured. Other companies 
have undoubtedly adcpted similar methods jn 
order to determine whether the annual diyi- 
dends paid under the various plans and at the 
different ages are in accordance with experi- 
ence and whether or not the share retained 
for the contingency fund is equitable as be- 
tween the various groups of policyholders, 


IextrRA DIvIDENDS 

Several companies have paid extra dividends 
in addition to their usual scale. This may 
have been due to the desire to continue the 
present scale until it is very likely that a 
higher one might be adopted with the expecta- 
tion of its continuance for several years. An- 
other reason for paying an extra dividend may 
have been that the dividend scale is usually de- 
termined two or three months before the end 
of the year, and that the results of the com- 
panies’ operations at the end of the year were 
found to be more favorable than expected. The 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A now, 


WILLIAM S. HULL 


Direct--7Mail Sales Service 
¢CMADISON, CONNECTICUT 
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BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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method of paying this dividend during 1923 
has either been a percentage of the regular 
dividend scale or a constant of the sum insured. 
The limits of this paper forbid a discussion of 
this matter. 


Post-Mortem DivIDENDS 

An inquiry was instituted as to the practice 
of the companies in paying dividends in the 

year of death, with the following result: 
5 companies pay proportionate part to death; 

{ companies pay full year’s dividend; 
I company pays saving from loading plus a 
proportion of other gains; 
from loading and 


I company saving 


mortality plus a proportion of 


pays 
excess 
interest ; 

I company pays no post-mortem dividend on 

premium-paying policies. 

The theoretical method would be to grant that 
part of the dividend which came from loading 
for the entire policy year, but to allow a pro- 
portionate part only of the savings from mor- 
This 
makes a complicated method which is difficult 
Where 


branch offices at long distances from the home 


tality and of the excess interest earnings. 
to carry out except at the home office. 


office are authorized to pay death losses, there 
would be delay in making the calculation of the 
post-mortem that The 
simple method, therefore, of paying the propo- 
sition of the dividend which the time elapsed 
from date of death bears to the complete year 
seems to be the favored plan. 


dividend on basis. 


SHARE IN CONTINGENCY 
Funpb 


In the course of my correspondence an in- 


POLICYHOLDERS’ THE 


teresting point was raised with regard to the 
return to the policyholder at death or at the 
maturity of his policy of his share in the con- 
stated it to be 


tingency fund. One 


their present practice at the death of the insured 


company 


or the maturity of an endowment policy to 
ascertain the approximate amount, if any, 
which the insured had contributed to the con- 
tingency fund. Such was calculated 
as a percentage of the reserve. Another com- 
pany had a similar practice until a few years 
third 


amount 


ago, but has now abandoned it. In a 
company the actuary states that the decreasing 
charge for expenses is intended to cover this 
factor. In this the vital 
matters to be considered in the distribution of 
market 


connection, one of 


book or the 
If the book value 


surplus is whether the 
value of assets was used. 
has been used, and the market is lower, then 
some share of the contingency fund contributed 
by the policyholder leaving the company by 
death, surrender or maturity, should remain 
in the safety funds of the company in the 
event that the assets cannot be sold for their 
book value. If the value should be 
higher than the book value there would be a 
good reason for paying a final dividend from 
the contingency fund to such a policyholder, 
but there is another matter which should be 
kept in mind, namely, that each policyholder 


market 


leaving the company should make a small con- 
tribution to keep it going as a solvent institu- 


tion. 


al 


Entering Wedges 

A wedge is a means to an end. 
end in itself. The 
an opening in a log with a wedge, and goes no 


It is not an 
woodsman who makes 
further, has spent time and labor for nothing. 
He must take his axe and split the log in which 
the wedge has made an opening. 

An entering wedge is not an argument or 
an appeal. It is simply the introduction to 
the agent’s appeal. 

Nothing will help you more in your work 
than good entering wedges if you use them skil- 
fully. 
if you misuse them.—Agency 


Nothing will retard your progress more 
Items. 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
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One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $2,880,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today 


AGENCY DEPARTMENT 
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There are two kinds of “Sun-Kist Lemons.” 
One is the regular lemon with which you are 
The other is entirely different— 
Give you one guess—No? Well, they really 
are not lemons at all, ‘though having many of 
They are men—just men 
You can 
shabbily 


all familiar. 


the qualities thereof. 
—from twenty to eighty years old. 
them because they are 
dressed, unshaven, dirty, lazy, loafing in our 


always tell 


city parks—nothing to do but dream the hours 
away or talk bolshevism. 

Between spits and yawns they curse the coun- 
try because it doesn't give them a good living 
without work, They can tell the President how 
to steer the “Ship of State’—so that their in- 
terests will be cared for. When a woman is 
forced to cross the park, they stare at her in 
a most contemptible manner. If you wanted one 
of the bunch to work, he would scorn to stoop 
Work? not by the “pink-toed prophet.” 
shine (pardon 


SO k yw. 


Such “lemons” were born to 
the mixed metaphor) wherever they are placed 
toil. Wish Uncle Sam would send 


Russia—cv'er} them. 


and not t 


them to mother’s son of 


Many vears ago one of these Jemons escaped 


the guard and blew into my office. He had 


spruced up a good deal and looked quite re- 


spectable. I made him a contract, gave him 
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a desk and did my best to inspire and train 
He had no money so I agreed to help 
him a bit. I soon discovered I had been stung. 
This self-same “lemon” could murder more 
time doing nothing than all the rest of my 
agents put together. He was pawing over 
papers—writing letters that were no good— 
using telephone to make engagements—smoking 
cigarettes—growling because someone broke an 
engagement—whining because company refused 
a near-dead chap—cussing things in general 
because money didn’t come to him without 
work. Sure I fired him. I have something 
coming to me yet—and this was twenty years 


him. 


ago. 

I learned then and still believe. 

A life insurance office is no place for a lazy, 
shiftless, good-for-nothing bolshevik. Such 
vellow, sour, bitter, seedy “lemons” better stay 
in the park. 

Commend me to the quiet stream that runs 
dceep—it is digging a wider and deeper chan- 
nel all the time, because it’s working every 
minute. 

Commend me to the chap who is consumed 
with the desire to protect the widow, the 
orphan, the mother, the old age, the estate, so 
much, he just can’t help preaching it every 
heur out of the working day. 

Commend me to the man who can smother 
his grief over a rejection and only think damn. 

Commend me to the agent who is so scrupu- 
lously clean, so neatly dressed, so genteel in 
manners, so confident in his knowledge of his 
business and men that the proprietor doesn’t 
walk out of his office as the agent walks in. 


Thurs j 


I love the agent who is fervent in spiri 4 
who with eagerness, keeness, zeal, and ‘a 
someness—reflects credit upon the agency dl 
RO: Ticmps, 


company. 


Pan-American Life’s Term Rates 


The rates on the 10-Year Convertible Te 4 
policy of the Pan-American Life of New Ore: 
leans have been given in the Life Agent’s Bg 
for 1923 at one age too low; in other we | 
the rates on this policy were started at age 3 
whereas they should have been started at age a, 

The rates of this company on its 10Yeg! 
Convertible Term policy are as follows: 
Convert. 


10-Year 
Term Rate | 


Convertible 
Age at 10-Year 
Entry Term Rate 
24 8.59 


Age at 


~) 
DS Ot Go bo 


9.2: 
9.35 
9.49 
9.64 
9.80 
9.97 
10.16 
10.37 
10.60 
10.86 
11.16 
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John S. Helgren, cashier of the Guaranteg 
lund Life of Omaha, was a recent visitor i 
New York. He was accompanied by Mp 
Fisher, the association’s counsel. Mr. Helgreg 
reports that general business and farming com 
ditions in Nebraska and adjoining States am 
much improved, and that this is helping the life 
insurance business, which is now making good 
progress. re 
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T. LOUIS HANSEN, or 
Vice-President 


The Guardian 
Life Insurance Company | 


OF AMERICA 


Established 1860 under the Laws of the State of New York 


Figures from the 63rd Annual Statement ” 
which show the soundness and strength of the | 


Paid-for Business, 1922. ..$35,422,225.00 
Insurance in Force 
Admitted Assets 
Liabilities 
Surplus & Dividend Fund 5,804,902.27 


. .206,310,800.00 
42,778,214.11 
36,973,311.84 


For information concerning opportunities in ~ 
the field force of The Guardian, address: 


GEO. L. HUNT, | 
Supt. of Agencies 


50 Union Square, New York 
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would purchase their stock at the rate of 250, 


we Pe 
Interests in 


that is, $125 per share, par value $90. 
Greensboro associated with me, offered to pay $100 
, share for their stock. The stock had largely been 
purchased by them at $60 and under per share, one 
thousand shares having been purchased very recently, 

Every director of the company stood solidly acth 
me, except the three representing the Blades interest, 
who announced their purpose of getting their money 
out of the company to be used in their saw mill and 
other interests where they live, which is more than 
two hundred miles away from Greensboro. It was 
an outrageous procedure, and in rendering his deci- 
sion in the suit that was brought by one of the 
directors favoring the contract with the Hartford, 
Judge Boyd of the United States District Court told 
Mr. Robinson that he wanted, before he left his 
presence, to quote Scripture to him, and wanted him 
to take it to his heart, and not to forget it. I regret 
that I cannot quote it literally, but it was in sub- 
stance as follows: 

“Naked a man into the world, and can 
take nothing out with him. If food and raiment thou 
hast, with that be content, for the love of money is 
the root of all evil.” 


Following this quotation, 
young man, who has caused all of this trouble, to un- 


derstand that he had found nothing in the case, ex- 
cept that it was prompted by this love of money. * * * 

I am perfectly willing to send to you all of the 
records in this case, and you will feel, I am sure, 
that you have done a very serious and grave injus- 
tice and damage to one who did not deserve it and 
to the Dixie Fire Insurance Company. We, therefore, 
ask a prompt retraction of the statements made in 


cometh 


Judge Boyd gave this 


your paper on May 10. 

We believe that we know the source of your in- 
formation because others unwilling to print these dam- 
aging reports have come to us for a verification before 
printing anything, and as the statements that have 
been made to you are so nearly in accord with the 
statements made to those others, and they have given 
us the source of that information, we are very sure 
that we know the source of your information, and 
think that you got this information during the meet- 
ing of the Insurance Commissioners at Richmond, Va., 
recentiy. The person responsible for the statements 
made to you has not hesitated to make statements 
absolutely untrue, and has proven himself unworthy 
of the respect of decent citizens. 

There is not a word in this letter to you that I 
cannot substantiate to your satisfaction, and it is due 
me and due this company that you retract what has 
been stated, and I would be very glad if you would 
send someone here to make a complete investigation 
of this whole situation, when you may be in position 
to make a fair and truthful statement in ‘regard to 
the unfortunate controversy between some of the 
stockholders of this company, who on one hand have 
their selfish interests at heart, and on the other hand 
are endeavoring to protect the interests of all the 
stockholders as well as the policyholders. 

When you take into consideration that nine of the 
directors, including the chairman of the board, have 
been absolutely with me, and that the only directors 
who have opposed anything that I have done have 
been the three members of one family, and that not 
a stockholder other than these three had one word 
to say against the present management of the 
pany, I think that you will feel that you have been 
very badly misled by the information that has come 
to you, and it is regrettable that a paper of your 
high standing could have been led to have published 
such an article. H. R. Busu, President. 

Greensboro, N. C., May 12. 


com- 


Richmond’s Capital to Be Increased 

It is planned to increase the capital of the 
Richmond of New York from $200,000 to 
$500,000, by a stock dividend of $200,000 and 
the sale of $100,000 of new stock at par. 


—The paid-for business of the Southern States Life 
Tasurance Company for the first four months of this 
year shows an excess of 49 per cent over that of 1922. 





HOME APPOINTS TWO NEW 
SECRETARIES 
H. G. Foard and A. C. Baillie Promoted— 
Have Charge of Southern and Canadian 
Departments Respectively 
Henry G. Foard and Arthur C. Baillie, assist- 
ant the Com- 


pany, have both been recipients of merited pro- 


secretaries of Home Insurance 
motion, each being appointed secretary of the 
meeting of the directors of the company held 
Both 


important departments for some years and their 


Monday, this week. men have headed 
promotion adds needed dignity to their posi- 
tions. 

Mr. the death of William L. 
Dennison, former secretary of the Home, has 


been in direct charge of the Southern depart- 


Foard, since 


ment of the company. [le came into the or- 
ganization in 1913 as assistant to the general 
at Charlotte, N. C., to the 


home office in 1921 to assist Mr. Dennison in 


agent and came 


the Southern department. He was appointed 
assistant secretary at that time. 

Mr. Baillie to the Home imme- 
diately following the reinsurance of the Nova 
Scotia Halifax in the Home, of which 
company had For 
time he cared for the interests of the company 
the held, to the home 
office in 1921, when he was appointed an assist- 
He was at that time placed in 


first came 


Fire of 


he been manager. some 


in Canadian coming 


ant secretary. 
charge of the 
departments of the company. 


Pacific Canadian and foreign 


HAIL MUTUALS TO TEST KANSAS LAW 


Failure to Pay Losses in Full Results in 
Keeping Foreign Companies Out of 
State 
TopEKA, Kan., May 
which Kansas maintains against mutual hail in- 


15.—The prohibition 
surance companies from other States doing 
business in Kansas is to be tested in the courts. 
The State Mutual Hail Waseka 
Minn., has notified the Kansas Insurance De- 
partment that it proposes to bring a suit to 
determine the right of the department to refuse 
a certificate of authority to this company. 
Mutual hail insurance companies of other 
States have been barred in Kansas since 1913, 


l'armers’ of 


when the legislature enacted a law prohibiting 
foreign mutuals from operating and _ prohibit- 
ing Kansas mutuals from reinsuring their busi- 
This 

failure of 
other States 
a few years 
There 
some of the 


ness in mutuals created in other States. 
action of the 
some mutual hail companies from 


was taken because 
to pay their losses in full during 
previous to the enactment of the law. 
Was quite a bitter arraignment of 
mutual hail companies during that session of 
the legislature. 

Commissioners to Meet in August 
The National Convention of Insurance Com- 
hold at 


August Hotel 


session 
The 


annual 
to 24. 
Radisson will be headquarters. 


missioners will its 


Minneapolis, 21 
Colenel Joseph Button, secretary of the con- 
a trip through the Great 


with the meeting. 


vention, is arranging 


Lakes in connection 
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SYRACUSE PROGRAM 


New York Agents Plan Day and a 
Half Session 


ANNEXES TO BE DISCUSSED 


D. G. North of New England Association to 
Explain Situation There 

The program of the annual meeting of the 
New York State Asosciation of Local Insur- 
ance Agents, while not yet complete, is given 
in its present form below. The meeting is to 
be held Tuesday and Wednesday, May 22 and 
at the Hotel Onondaga, Syracuse, N. Y.: 


>2 
23 


Tuespay Morninc, May 22 

Address of welcome.—Glenn H. Johnson, president, 

Club of Syracuse. 
Response.—Hon. Frank L. 

York State Association. 
Appointment of committees on nominations, auditing 


Insurance Agents’ 
Gardner, president, New 


resolutions, 
of 
Secretary 
Syracuse; of the company conference 
Edward H. Warner, Buffalo, and of the fire preven- 
tion committee by W. Clarke Bagg, Utica. 
of the following 
effect of the 
(b) What are 
organization ? 


and 
Frank L. 


Treasurer 


Pough- 


Seach, 


President Gardner, 


and 


Reports 
keepsie; Eugene A. 


committee, by 


members 
the 
cost? 


discussion by 
(a) What 
regarding acquisition 


of a 


General 
new 
the 


topics: has been 


rules 
local agents’ 


proper functions 


Turespay AFTERNOON, May 22 
-“How Will Business for 1923 


’ 


Address. Be Affected 
the Railroad Situation?’ 
Address.—*‘Bonds—Are You Writing Your Share?” 
John L. Mee, of the National Surety 
Company, 
Report 
Bruns, Syracuse; 
Austin of Albany; 
Miller of Utica. 
discussion.—(a) Are 
(b) Is 


by 
vice-president 
Frederick V. 


by W. L. 
by J. H. 


of membership committee by 


of legislative committee 


of service committee 


you handling your 


the 


General 
credits satisfactorily ? annex situation a 
peril ? 


May 


ballroom 


TueEspay EveENING, 22 


Annual banquet and _ dinner, Onondaga 
Hotel. Toastmaster, Hon. Frank L. Gardner. Speakers: 
G. North, of the New England 


Association, “The Situation New Eng- 


secretary 
Present 


Donald 
on in 
land.” 

Hon. Francis J. Stoddard, 


Insurance of New York State. 


Superintendent of 


hi 


May 


WEDNESDAY MoRNING, 23 

Executive session for members only until 10 o’clock. 
\ddress, “The National Its 
Plans,’”” James L. Case, 
“The 
Thomas 
of 


hureaus, by 


Association: Progress 


and president. 

Situation in the Casualty 
Newark, N. J. 

with rating 
Buffalo, and 
Buffalo. 
of offering 
Is it 


Present 
C. Moffat, 
conference committee 
G. Morgan, 
committee, by R. S. 
What is the result 
on particular groups at cut rates? 
pick thousand superior risks? 
Report of auditing committee and 


Address, 
Business,” 

Reports 
Louis 
Paviour, 


of education 


General discussion.- 
insurance 
possible to one 
nominating com- 
mittee, 

Election of officers. 

Report of resolutions committee. 

Miscellaneous business. 

\djournment. 

Annual Dinner of Insurance Society of 

New York 

The annual dinner meeting of the Insurance 
Society of New York will be held at the Hotel 
Astor, Tuesday evening, May 22. The speak- 
ers will be United States Senator Royal S. 
Copeland and Congressman Royal H. Willer. 





THE SPECTATOR Thursday 











Western Assurance Company 
OF TORONTO Incorporated 1851 


FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM- 
MOTIONS AND STRIKES 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1923 
ASSETS... .. cise osc au\ee AR OOIG ECO 








SURPLUS IN UNITED STATES.............. $1,409,505 
TOTAL LOSSES PAID IN UNITED STATE 
FROM 1874 TO 1922 INCLUSIVE...........$51,538,553 














THE SIGN OF GOOD CASUALTY INSURANCE 






LIABILITY BURGLARY 

ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 

COMPENSATION GENERAL LIABILITY 
Established _ rae 1869 

LONDON GUARANTEE & ACCIDENT CO,, Ltd., °EsoNDo" 

Head Office: CHICAGO, ILL. F,. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
Philadelphia Branch Office 
Wood Building, 512-514 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, Mass 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH UWIILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 





Reserve for Unearned Premiums.............. $1,161,651 .59 

ROR eat Ml ATONE NEES oo ogo 0:50 04 o <io-0-o Boo Suptareia’s sues 329,994.01 

ROE Soy Sos Scisc donc’e cis ous ie Re $500,000 .00 

PCE GSUIINGES: Goce caic ont ase 1,079,671 .23 

Surplus to Policyholders.................. 1,579,671 .23 
aN UUABBOCES 5 2 SNe as oeen $3,071,316 .74 

Wm H. Palmer, President E. B. Addison, Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Agent 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE GOMPARY 


OF NEWARK 
Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . .  4,436,386.20 

















Do You Believe In 


ADVERTISING? 


Some agents do and some don’t. 
Those who do are enthusiastic. 


There is only one way for the agent to get results, and that is 
in following up his advertising matter. Mailing out circulars 
indiscriminately and then sitting back and expecting large 
returns, will discourage the most optimistic. However timely, 
however appealing a bit of advertising, it won’t bring in the 
business by itself. We design each circular to fit our agents’ 
needs, and it is particularly adapted to its proper use, namely, 
as a forerunner to personal calls or as a clincher after the calls 
have been made. We feel sure than these are business-getters 
if rightly employed. 


Samples of our selling aids will be mailed 
upon request, and letters addressed to the 
Advertising Manager will be answered with 
a view to clearing up individual problems. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


e2in 


HENRY EVANS 
Chairman of the Board ME Ge. .Neo\ . 
) Capital: 


c. R. STREET 2 GTS Five Million Dollars 
President eI RS 
“*AMERICA FORE” 


) 5 all Cash 


vi 
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Chicago Montreal San Francisco 




















Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 





EASTERN ee ea WESTERN DEPARTMENT 
D. H. DUNHAM, President eS : 
JOHN KAY, Vice-Pres. NEAL BASSETT, Vv ni and Mgr 
A. H. HASSINGER, Sec’y W. T. BASSETT, Ass’t Manager 
NEWARK, N. J. CHICAGO, ILL. 
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This Trademark 


is assurance that a fair settlement will always 
be made on any claim arising under a policy 
on which it appears. 


The Old Man on the Fence is a symbol of this 
seventy-five year old company, which for 
three-quarters of a century has protected 
policyholders from loss by fire. 


It is the sign under which you can insure with 
assurance. 


Ohio Farmers Insurance Co. 
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INSURANCE GROUP MEETS 


Branch of United States Chamber of 
Commerce Hears Speakers 








HARRY A. SMITH RE-ELECTED TO 
BOARD 





Resolution Opposing Monopolistic State or 
National Funds Offered 

The feature of the third day of the eleventh 
annual convention of the Chamber of Com- 
merce of the United States, which was held last 
week at the Waldorf-Astoria Hotel, New York 
city, was a luncheon meeting of the insurance 
section of the Chamber. The gathering took 
place on the roof garden of the hotel and was 
attended by insurance men from all over the 
country. Harry A. Smith, president of the 
National Fire Insurance Company, Hartford, 
acted as chairman of the meeting, and James 
F. Madden, manager of the insurance depart- 
ment of the Chamber of Commerce, was secre- 
tary. Three important speakers were heard, 
the topics covering many phases of insurance. 

The address of Asa S. Wing, president of 
the Provident Mutual Life Insurance Com- 
pany, Philadelphia, on “Life Insurance Invest- 
ments in Railroads,” was published in last 
week’s issue of THe Specrator. The second 
speaker was William Leslie, general manager 
of the National Council of Compensation In- 
surance, who handled the subject, “Govern- 
mental Control of Insurance Through Regula- 
tion—Casualty Insurance” and argued for the 
freedom of operation of insurance companies 
and the absence of monopolistic State funds. 
The third orator before the convention was 
Hon. Robert L. Luce, former justice of the 
Supreme Court of New York State, who spoke 
on “Governmental Control of Insurance 
Through Regulation” and who also opposed the 
interference of government regulations with 
the legitimate practice of insurance. 

During the afternoon, the national councillors 
met and elected nominees to positions on the 
board of directors of the Chamber of Com- 
merce of the United States. Harry A. Smith 
was re-elected to succeed himself as director 
for the insurance group. 

Before the insurance division ended its meet- 
ing a resolution was presented by A. Clarence 
Hegeman, national councillor, on behalf of the 
Federation of the State of New 
York and its adoption by the general body was 

(Continued on page 29) 


Insurance 




















FIRE INSURANCE TOPICS 











NEW YORK SURVEYS 
Putting It Diplomatically.—A 


bearing on its 
aD 


pamphlet 


reached our desks last week 


title page this sentence: “This presentation is 


for the thinkers of the nation—those people 
who analyze correctly and draw proper con- 
clusions and who are responsible for the na- 


tion's sound thought on matters political and 


economic.” The mere reading of this sentence 
shows in a very diplomatic way that it starts 
out to win your approval of the subject mat- 
ter to follow. The pamphlet in question did 
not deal with insurance, but the suggestive way 
in which it opened its argument might well be 
borne in mind by the publicity man in insur- 


ance. 
Two Important Bulletins—The New 
York Fire Insurance [xchange has _ recently 


issued two important bulletins in its rating 
rules The first of these is a reprint 
of Bulletin No. 40, which contains a complete 
list of the base rates for both manufacturing 
been 


series. 


and non-manufacturing risks. It has 
brought strictly up-to-date and is carried down 
to the last comma. As this bulletin is used 
daily in hundreds of risks, its importance can 
be appreciated by that statement of fact. 

The other bulletin is No. 62, and replaces 
Bulletin No. 51; the subject dealt with being 
“Fire Pails, Extinguishers, etc.” This is the 
first bulletin probably published by any organ- 
ization that linés up with the First Aid Pam- 
phlet adopted last year by the National Fire 
Prevention Association, and in due course pub- 
lished for distribution by the National Board. 
It gives a classification of fires and then the 
type of device that is needed for the respective 
kind of fire, together with the number of units 
required for a given surface, with their dis- 
tribution, location, maintenance, etc. 

Further Amalgamation.—In the annual 
report of the Superintendent of Insurance 
among other things in regard to the rating 
organizations he states the following: ‘While 
the former four-rating organizations have dis- 
continued their functions as independent organ- 
izations, they have been retained as branches or 
divisions of the new organization pending fur- 


ther amalgamation.” Just what the last two 


words mean is not quite clear, but several 
people would like to know. 

The Danger of Prophecy.—In an address 
made in the year 1903 the statement was 
made, “But the days of conflagrations, such 
as swept Chicago thirty years ago, have prob- 
ably gone and a contingency so remote should 
not be made the excuse for a perpetual heavy 
tax of insurance.” The 1904, 
came the Baltimore fire with a tax on insur- 
ance of $40,000,000, and it was followed some 
two years later by the San Francisco fire with 
a tax of $200,000,000. 

The Institute Examinations.—The Insti- 
tute examinations have now been in progress 
one week, and in the City of New York some 
seventy-five students are sitting. The attend- 
ance is keeping up excellently well. It shows 
that the students feel confident of their ability 
and are not daunted by the examinations’ papers 
as they come along. 


BOSTON AND VICINITY 

Elected to Membership in Exchange.— 
Dexter F. Bennett and Alfred G. Kenngott, 
special agents of the London and Lancashire; 
Richard K. Ives, special agent of the A*tna; 
James J. McDevitt, special agent of the 
Milwaukee Mechanics, and Harold H. Thomp- 
son, special agent of the National Liberty, have 
been elected to aciive membership in the New 
England Exchange. 

Move to Second Floor.—Wheelock & 
Serrat have moved to the second floor of the 
Hollis, Perrins Kirkpatrick & Co. block at 117 
Water street. 

G. R. Burton & Sons Move.—George R. 
Burton & Sons, formerly in the Second Na- 
tional Bank Building, have moved to corner 
of Church and Court streets. This firm does 
a general insurance business and was -estab- 
lished in 1865. 

Becomes Staff Adjuster.—J. Henry 
Bourne of Boston has been appointed staff ad- 
juster for Eastern Massachusetts and Rhode 
Island for the America Fore companies. His 
offices will be in the Oliver building and he 
will assume his new duties as of June r. Mr. 
Bourne was for some years past associated with 
the office of Cyrus Brewer & Co. 


next year, in 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 





Sateen: 


INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 





ISR OUG os oce-nt oyailo:icrareiousieraraCsileieaiatereraoier erence ee Texe $ 32,633,933 .05 
GRA PSERIRS OS oo sai co's ode ccaraitis Bia Uaadear sl Ole eh a rao 28,512,821 .50 
Capita a Suet 8 «5. :ae.csereraineioreiais unio exerevs 4,121,111 .55 
PTSULANCO NH OLCE i655 4.016. 5 6, 6.05600 ord esteleierere 230,322,163 .00 
Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 

BPRUIGE cok as caine isles saleiaet aver eee $30,051,860 92 


JOHN G. WALKER, President. 























A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 


AND 


BIG COMMISSIONS that makeit worth- 
while to the salesman are the reasons for 
the increase. 


Specimen Rate 
Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 


gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 





Robert F. Moore, Secretary 


WANTED—GENERAL AGENTS. We are enter- 
ing ‘Tennessee and Texas and are prepared to give 
general agent’s contract to responsible parties. Only 
men of experience, proven success, character and some 
financial worth, possessing executive ability and 
initiative need apply. 


The Southern States Life Insurance Company 
Atlanta, Ga. 


Wilmer L. Moore, President 




















THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 


FOUNDED and SUSTAINED 
by the CONFIDENCE in- 
spired by the CHARACTER 
of what it is and has been 


for 77 years. 


PURELY MUTUAL LIFE INSURANCE 
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DISCUSS “TWISTING”’ 





Illinois Committee Hears Both Sides 
of Question 


DARBY A. DAY SCORED BY COUNSELOR 





New and Stronger Legislation Suggested 
to Require Full Information with All 
Replacements of Life Insurance 
Policies 
Cuicaco, Int., May 14.—Gathered around 
the same council table, the principals in the 
life insurance twisting cases which have stirred 
the life insurance business in this part of the 
country for many months, Friday in a free 
for all discussion voiced their views as to the 
relative merits of such practices. This oppor- 
tunity for a frank and open discussion of this 
vital question was afforded by the Illinois Sen- 
ate insurance investigation committee, which 
invited these men to express themselves as to 
the needs in this State of a real agents’ quali- 
fication law and legislation which might be 
designed to prevent the biased twisting of life 

insurance policies. 

Darby A. Day, president of the Chicago Life 
Underwriters Association and manager in this 
city for the Mutual Life of New York, who 
has been one of the leading exponents for the 
abolition of twisting as alleged to be practiced 
by certain so-called life insurance counselors, 
placed before the committee in detail the method 
employed in the so-called twisting of life in- 
surance policies. He showed that in effect 
twisting was accomplished by persuading or 
counseling the policyholder to take advantage 
of the cash surrender value of such policy and 
substitute an ordinary or term policy. 

Mr. Day explained that such a_ practice 
should not be permitted unless the policyhclder 
was advised of all his benefits under the orig- 
inal paid-up policy, and every detail made 
clear regarding the status of the new insur- 
ance being recommended. Such a practice, he 
declared, should be abolished by a law which 
would prevent an insurance adviser from sup- 
pressing important information, such as_ that 
outlined, when changing his life insurance. 

Among those who engaged in the discussion 
besides Mr. Day and members of the commit- 
tee were: Myer Gladstone. counsel for the 
counselors, and the following general agents: 
Fred B. Mason, Attna Life; W. W. Tate, 
Columbian National Life; H. B. Johnston, Mis- 
souri State Life, and counselors, Leroy Burton, 
H. Davis, J. C. Punch and John Shea. 

The hearing Friday was in no sense such 
an ex parte affair as characterized that of the 
week before, when the counselors had every- 
thing to themselves and left nothing unsaid 
that would be derogatory to the life insur- 
ance men and the institutions which were 
opposing them. 

At the Friday hearing the managers’ asso- 
ciation, a voluntary luncheon club of Chicago 
managers, was brought into the questioning and 
was played up with much vigor by Attorney 


Gladstone, whe insisted on repeating charges 


of combine and clique against this organization 
and its members until stopped by Senator 
Dailey, chairman of the senate committee, who 
remonstrated with Gladstone for making such 
“Mr. Day,” said Senator 
Dailey, “has given this committee some sound 


unfounded charges. 


advice as to policies of legislation to solve the 
twisting question, and there should be no 
offense taken to Mr. Day's suggestions by any 
man who wanted to conduct the life insurance 
business honestly.” 

It developed that in cases where this examiner 
was refused access to the books of the gen- 
eral agents the threat of cancellation of license 
of the company was involved. To the knowl- 
edge of those testifying there exists no legal 
authority for such action on the part of the 
Insurance Commissioner, and the committee 
signified its intention of going into this matter 
further. . 

At this point the inquiry turned to the dis- 
cussion of the relative value of the free lance 
or life insurance counselors to the business. 
Senator Kessinger directed this phase of the 
questioning, predicating his questions on the 
theory that the free lance is an extra expense 
to the business, because of his admitted con- 
fining of his activities to the writing of re- 
placement business, thus heaping upon the 
business an unnecessary expense in that com- 
missions are paid for business originally placed 
with a company and if this business is replaced 
a commission must necessarily be paid on the 
replaced business. He was opposed in this 
view by LeRoy Burton, counselor, who ex- 
plained that when a counselor makes an offer 
to save money for his client by replacing or 
rewriting his insurance, the counselor takes to 
per cent of the amount saved, and does not 
take the commission unless he handles the re- 
placement of the business. In the event that 
he does handle the placing of the insurance he 
waives his right to the to per cent and takes 
the commission which the company receiving 
the business pays. 

It is expected that the committee will pro- 
ceed to look over the bills now before the 
legislature effecting twisting and agents’ quali- 
fications, and attempt to incorporate in them 
some of the suggestions received at this hearing. 


° 


c. J. Edwards Welcome-Home Dinner and 
Demonstration 

One hundred and twenty-eight members of 
the Charles Jerome Edwards’ agencies tendered 
their chief a dinner Tuesday evening, May 8, 
which marked a double occasion. It was Mr. 
Edwards’ birthday and he had just returned 
from an extensive tour in the Near East, 
Egypt, France and England. 

Following addresses by vice-presidents Wm. 
E. Taylor, Wm. J. Graham and Dr. A. J. Fox, 
representing the home office of the Equitable, 
the program was interrupted by the presenta- 
tion to Assistant Manager Harold H. Letcher 
of a Tiffany watch. He was ‘in charge of the 
agency during Manager Edwards’ absence. 

Mr. Edwards’ associates showered him with 
applications they had secured in honor of his 


27 


return; 104 totaling $356,500, 
were spread all over the speakers’ table when 
the shower ceased. 

The high spot of the evening was Mr. 
Edwards’ talk on European conditions as he 
saw them. He spoke in a manner so convincing, 
and with that personality and virility which 


applications, 


ever dominates an address by Mr. Edwards, 
that the audience was held spellbound for an 
hour. 


HEADS LIFE OFFICE 


R. M. Chandor Manager for Rollins-Bur- 
dick-Hunter Company 

R. M. Chandor, formerly vice-president of 
the Underwriters and Credit Bureau, has be- 
come manager of a newly established life insur- 
ance department in the New York office of the 
Rollins-Burdick-Hunter Company. This com- 
pany is one of the largest brokerage firms in 
the country, having offices in Chicago, New 
York, Seattle, San Detroit and 
Havana. The company also has English con- 


Francisco, 
nections in London. It has been very success- 
ful in conducting a life insurance department 
in Chicago, thus enabling its solicitors to cover 
their clients in all lines of insurance. 

Mr. Chandor is a sales executive of large 
experience, having been in charge of the sales 
work of the Underwriters and Credit Bureau 
for some years. He has published several im- 
portant life insurance works and is well quali- 
Mr. Chandor 


enjoys a wide acquaintance among insurance 


fied as a life insurance expert. 


people, which should be of great advantage to 
him in the development of the new department. 


F. H. DAVIS JOINS FRANK J. HAIGHT 


Actuary of Merchants’ Life Has Had Long 
Experience in Home Office Work 
Frank H. Davis, secretary and actuary of 
the Merchants’ Life Insurance Company, Des 
Moines, Iowa, has resigned his connection with 
that company and on July t will join the staff 
of Frank J. Haight, consulting actuary, with 
offices in Indianapolis, Ind., and Des Moines, 

Towa. 

Mr. Davis is a native of Michigan, having 
graduated from the Fremont High School in 
1901, after which time he taught school for 
three years at Milan and Wyandotte, Mich. He 
graduated from the University of Michigan in 
1908. 

In 1008 Mr. Davis became affiliated with 
the American National of Galveston and served 
as actuary to this company until I910, when 
he became also manager of the ordinary de- 
partment. He served in that capacity from 
1910 to 1916. He resigned that connection in 
1916 and became associated with the Mer- 
chants’ Life of Des Moines (then of Burling- 
ton, Iowa), as actuary. In 1920 he was made 
also secretary of the company, 

Mr. Davis’s experience with moderate sized 
life insurance companies has covered a period 
of fifteen years, during which time he has 
availed himself of the opportunity of gaining 
an insight into all departments of home office 
management. 
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THE LIFE AGENTS BRIEF 


1923 EDITION—NOW READY _ 














It is 
It is 
THE SPECTATOR company | # Zs 
CHICAG® OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 











FULL OF FACTS AND FIGURES 
Relating to the 


Rates, Values and Policies 
of 


Life Insurance Companies 
A CONVINCING BRIEF 
COMPREHENSIVELY BRIEF 
INDISPENSABLE TO EVERY ORDINARY 
AND INDUSTRIAL LIFE INSURANCE AGENT 


Fits easily in the vest pocket 
PRICE $2.00 


WRITE FOR CIRCULAR GIVING WHOLESALE RATES 














PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


e 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 





Ready! 
New York State Field Annual 


AND 
Insurance Directory 


ONTAINING a complete list of agents in 

New York State (*exclusive of Greater New 

York) with complete address, list of companies 
represented, etc. 


Many new features are included that will be 
found only in “‘Field Annuals.” 


*Greater New York is published separately. 





THE INSURANCE FIELD CO. 
Incorporated 
P. 0. Box 617, Louisville, Ky. 
Send me a copy of the NEW YORK STATE FIELD ANNUAL 
AND INSURANCE DIRECTORY. Enclosed find check for 
$5.00 to cover cost. 
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ALABAMA SALES CONGRESS 


Over 300 Life Agents Attend Suc- 
cessful Convention 





A. 0. ELIASON AMONG SPEAKERS 
Mutual Life Agents Among Those Having 
Special Meetings in Connection with 
Congress 
BirMINGHAM, ALA., May 14.—Alabama in- 
surance men are discusing the successful “Sales 
Congress” held in Birmingham last week under 
the auspices of the Birmingham Association of 
Life Underwriters which was attended by over 
100 life insurance agents. Prominent speakers 
from out of the State were A. O. Eliason of 
Minneapolis, Minn., president of the National 
Association of Life Underwriters and J. W. 
Bishop, manager of the home office of the 
Volunteer State Life of Chattanooga, Tenn. 
An address on “The Psychology of a Sale,” 
by Dr. George Lang, professor of philosophy 
“i the University, was a feature of the sessions 

which were held at the Tutwiler hotel. 

“Picture the bright side of insurance,” ad- 
vised Dr. Lang. “Don’t tell the prospect that 
he may go to the grave to-morrow or may have 
to borrow money next year. He may not be- 
lieve you.” 

As a parting thought he said that there was 
nothing of more economic value to the country 
than insurance and that he taught this axiom 
to his pupils. 

After the registration and general fellow- 
ship meeting got under way, the insurers took 
luncheon with the Civitan club of Birmingham. 
The meeting was turned over to Arthur C. 
Crowder, member of the Civitan club, who 
called on William D. Jelks, former governor 
of Alabama and president of the Protective 
Life Insurance Company for the welcome ad- 
dress. Briefly he outlined the development of 
insurance from the year 1560. The response 
was by Dr. Frank Willis Barnett of the Bir- 
mingham News, who spoke in the absence of 
W. C. Folmar of Troy, Ala., general agent of 
the Franklin Life Insurance Company. 

Dr. Lee Bidgood, dean of the school of busi- 
ness of the University, in a thought-provoking 
speech dealt with the business cycle as re- 
lated to insurance. He made the statement 
that Alabama life insurance agents are show- 
ing a greater per cent increase of business than 
those of any other State in the Union. 

Frank N. Julian, State Commissioner of In- 
surance, told what his department is doing for 
the insurance men. He said that recently he 
had been busy trying to stamp out “mail order 
fire insurance” in Alabama. 

Several agency meetings were held in Bir- 
mingham in connection with the congress. 
Among those were that of the Mutual Life In- 
surance Company. Manager J. S. Wilcocks 
and twenty-five Alabama agents attended the 
congress in a body. Emory and Martin C. 
Folmar, Southern managers of Canada Life 
also held an agency meeting, as did the Pro- 
tective Life Insurance Company. 

Officers of the Birmingham Association of 


Life Underwriters who were responsible for 
the sales congress are W. I. Pittman, president 
Walter B. Fowlkes, vice-president, and Ben W. 
Lacey, secretary. The program committee was 

Aruthur C. Crowder, chairman; 
Nichols, H. S. Sibley and Frank 
B. Curtis acted as chairman of the 


as follows: 
Wade H. 
Fitts. A. 
reception committee and Lucien C. Brown had 
charge of the registration committee. 

The event was so successful that the Birming- 
ham association is considering the matter of 


having a sales congress every year. 


Frederic S. Withington’s New Offices 

I‘rederic S. Withington, consulting actuary 
f Des Moines, Iowa, has recently moved his 
offices to the new 3uild- 
ing, Fifth Des 
Moines, having found that his increasing prac- 


Insurance Exchange 


street and Grand avenue, 
tice demanded larger accommodations. 

Mr. Withington is the author of a new, com- 
plete and comprehensive set of tables for han- 
dling substandard life insurance business, cov- 
ering six rates of mortality from 125 to 250 
per cent of the rate by the American Experi- 
ence Table. The tables include commutation 
columns, net premiums, terminal and mean re- 
serves and terminal cost of insurance for seven 
regular forms of policies. They are in con- 
venient loose-leaf form and supply a needed 
equipment for issuing policies on under average 
lives of various degrees of impairment. 


Prudential’s Building Loans 

The Prudential Insurance Company of Amer- 
ica is increasing its efforts to solve the housing 
problem. For the first four this 
year this company has loaned $14,665,820 for 
housing purposes. These loans provide accom- 
modations for 5038 families. Thus loans are 
on 2731 dwelling houses for a total of $10,- 
549,820, accommodating 3097 families, and on 
159 apartment houses for $4,116,000, accom- 
The Prudential’s loans 


months of 


modating 1941 families. 


for housing purposes during the first four 
months last year amounted to $11,320,534, pro- 
viding accommodations for 3988 families. 
New Policies for Guarantee Fund 
Association 
The Guarantee Fund Life Association of 


Omaha is engaged in revising and improving 
its various forms of policies. 

It will soon present an improved yearly re- 
newable term policy, as well as an accumula- 
tion policy under which non-forfeitable cash 
values may be accumulated by the insured, the 
which will care for 


interest earnings upon 


the regular life premiums as they mature. 


F. E. Cann Joins Jefferson Standard 

I. FE. Cann, actuary of the Southern Life 
and Trust Company, has resigned to become 
associate actuary of the Jefferson Standard 
Life of Greensboro, N. C. He is a fellow of 
the Actuarial Society of America, also of the 
Institute of Actuaries. He was at 
connected with the Manufacturers 


American 
one time 
Life of Toronto. 
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EQUITABLE LIFE’S WASHINGTON 
OUTING 


Wheeling Agency Entertains—65th Anni- 
versary Convention to Be in New 
York in 1924 

The Wheeling, W. Va., of the 
Equitable Life Assurance Society, New York, 
held an outing at Washington on May 8& and 
9, which was attended by agency members and 
by executive officers of the company. Thomas 
B. Sweeney, manager of the Wheeling agency 
for the company, arranged the meeting and 
persuaded Vice-President Westfall, Secretary 
Alexander and Second Vice-President Davis 
of the Equitable to be present. Mr. Alexander 
spoke in explanation of the new policy con- 
tract the Equitable is about to put forward, 
Dr. Westfall detailed the standing of the com- 
pany and Mr. Davis touched upon field prob- 


agency 


lems. One of the features of the gathering was 
a private audience granted by President Hard- 
ing at the Nation’s Capitol. 

At this meeting it was brought out that the 
sixty-fifth anniversary convention of the Equi- 
table Life will be held in New York city dur- 
ing July, 1924, and will be attended by all those 
who qualify for the Quarter Million Club for 
the eighteen months ending June 30, 1924. The 
agency outing ended with a theater party and 
those who had been present for the two days, 
expressed their satisfaction at the results of 
the meeting. 


Insurance Group Meeting 


(Concluded from page 25) 


urged by the insurance men present. The 


resolution places the Insurance Federation on 
as being unalterably opposed to com- 
pulsory monopolistic insurance funds, whether 
State or national, and recommends that the 
United States Chamber of Commerce take the 
stand. Its text is as follows: 

IWhereas—The relation of government to 
industry and commerce issprimarily that of 
preserving equality of operation for all—an 
equal chance to every citizen to win his posi- 
tion in accordance with his character, ability 
and efforts, and 

IVhereas—Individual initiative, strength- 
ened by education, safeguarded by publicity, 
stimulated by active and free competition, is 
the guarantee of sound national progress, and 

IWVhereas—Laws and administrative acts 
should touch business enterprise with great 
care and only to preserve a fair field to all, 
and 

Ihereas—Insurance is everywhere acknowl- 
edged to be a form of private enterprise, rank- 
ing equally with other types of business as an 
essential part of the economic structure of the 
business world, and : 

Il’hereas—Compulsory monopolistic State 
funds eliminate the right of equal competition, 
the right of the exercise of private initiative, 
and violate the principle of “more business in 
government and less government in business”, 
and 

Whereas—Such funds constitute a concen- 
tration of authority which is contrary to in- 
herent principles, both of good business and 
of good government, 

Resolved—That this chamber place itself on 
record as being unalterably opposed to the prin- 
ciple of compulsory monopolistic insurance 
funds, either State or national. 


record 


same 
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Taking Definite Form 


Work is being pushed ahead at a telling pace on ‘‘The 
Most Beautiful Life Insurance Building in the World’’ 
which is to be occupied exclusively by The Lincoln 
National Life Insurance Company. 


The foundations of the large edifice are laid for a 
fifteen story structure, and by constructing additional 
stories from time to time the big building will do splendid 
duty for a number of years. The new home of The 
Lincoln National Life is builded altogether with the idea 
of aligning its service effort to most telling advantage. 


The effective service of The Lincoln National Life In= 
surance Company has been its greatest asset through 
its years of remarkable growth and all its plans for the 
future are along the lines of strengthening that service. 
You gain the advantage of all its farsighted service plans 
when you 








(nk UP (wir THE) LINCOLN) 





The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character”’ 
Lincoln Life Building, FORT WAYNE, IND. 
Now More Than $250,000,000 in Force 





Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio 
Delaware and 





President 
Vice President 


: & HENRY P. BLAIR 
2nd Vice President (Agency Supervisor) : 


BLAI 
:__ JOSEPH SA 
WILLIAM A. BENDER 


TT 
Secretary “ ALLEN C. ¢ 
os ll al : GILBERT A. CLARE 


Main Office, 816 14th Street, N. W., WASHINGTON, D. ¢, 








‘‘Keep Southern Money at Home” 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


Otton States 


LIFE INSURANCE CO-"everis) 
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American National Insurance Company 
OF GALVESTON, TEXAS 


W. L. Moody, Jr., President W. J. Shaw, Secretary 
Shearn Moody, Vice-President 


FINANCIAL STATEMENT, DECEMBER 31, 1922 


ASSETS 
NN RI AR MUNROMN «<5 5,50 Jp. 7010 1555 1e 131 Wiesel Sas OLN e eee wee $917,417 .61 
MRR NEONID WE NANE IS os is sa are. 4 5 sss Sila iw alin ssa ro ello sase/wl eran tobi. @ 5,352,594 .38 
CE eee rer es en met 25,000 .00 
Loans Made to Policyholders (On This Company’s Policies) 1,458,245.93 
MIR GO Ae Ges ok cab Sena ED soca sh orem ote 4,214,350 .01 
SPIRITS te te eto ce ios iet laters yale Said wie oma oeiniatate wine 1,718,881 .46 


NN AUR ANOPENMNRD a ws cls weiner Ore wie Ge ieee 7,848.15 


RPSL TOE NE PAMOSIOE ©. ois oes csc cccsces ees ssecsece 316,604 .78 
Deferred and Uncollected Premiums...................2- 284,967 .99 
Unearned Premiums on Fire Insurance Policies........... 713.62 
RENNIN ae pats taste ucaiscr sais c Ecce ots Seas ranws setae Tole Oks ete $14,296,623 .93 
LIABILITIES 
Net Reserve (American Experience 3 and 3)4 Per Cent)... $11,202,951.35 
Special and Contingent Reserves......  .......cccceceee 173,682 .00 
Reserves for Death Losses in Process of Adjustment....... 134,739 .47 
ee ee eS ee ee 89,770 .93 
DASBCOUBNEOUS TARDIILICS ..... 5 6c cscscccsoecccccecsevcees 139,656 .13 
eran $1,000,000 .00 
PRN tr oon neg caine 1,555,824 .05 
Surplus Security to Policyholders...............0c0ceees 2,555,824 .05 
NNN es EN ol lye, ocealsoe cold ovo eae ME $14,296,623 .93 
Gains Made During the Year Ending December 31, 1922 
Increase in Insurance in Force........... $23,758,023.00 
Increase in Admitted Assets.............. 2,623,687.00 
Increase in Surplus. ..............0000s0- 741,928.24 


LIFE INSURANCE IN FORCE, $181,457,796.00 
Ordinary Life, Industrial Life and Accident Insurance to 
Meet the Requirements of Every Insurable Person. 


PAID POLICYHOLDERS OR THEIR BENEFICIARIES 
SINCE ORGANIZATION, $12,549,109.96 


ASSETS, $14,296,623.93 
Operates in Twenty States and the Republic of Cuba 





THE EUREKA LIFE INSURANCE COMPANY 
of 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 











MISS BINA M. WEST 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society for Women in the Wold 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 251,000 

The Reserve Fund is over $16,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE 
Supreme Commander, Port Huron, Mich. 














MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. : 
In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent: 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President 
General Offices: Chicago, U.S. A. 


CANADIAN HEAD OFFICE: TORONTO, CANADA 











Supreme Record Keeper, Port Huron, Mit. 
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a 
Life and Accident Insurance Decisions 
. By Harry B. Brapsury, of the New York Bar 
LIFE that the Sovereign Camp of the society was insurance and that there was a constructive 


Time of taking effect as affecting the ter- 
mination of policy. 

An application for life insurance | stated, 
among other things: “The annual premium to 
he payable in advance, and each insurance year 
to end on the 16th day of November, and as an 
inducement to said company to make said in- 
surance, and as a consideration therefor, I 
ree * * * that there shall be no contract 
of insurance until a policy shall have been de- 
livered to me and the premium paid to said 
company, or its duly authorized agent, during 
my lifetime and good health.” At the time 
the application was made the applicant gave to 
the agent a promissory note for the first annual 
premium, and received what was termed a 
hinding receipt, providing, among other things: 
“The insurance will be in force from the date 
of approval of the application by the medical 
director.” The applicant submitted to a 
medical examination the next day, November 
17, The application was approved by the 
medical examiner, whose report was received 
at the home office of the company on November 
20 following. The policy was dated Novem- 
ber 16, but was not issued until December 6, 
and was mailed to the agent the same date. It 
was received by the agent on December 8, and 
was delivered to the insured on December 18, 
when the insured paid the first premium and 
took up his promissory note. Thereafter the 
insured paid four other annual premiums as 
follows: November 18, 1912; November 17, 
1913; November 6, 1914, and November 10, 
1915, but no others. He died on December 15, 
1919. The policy provided for three years of 
extended insurance after five full years’ pre- 
miums had been paid. If, therefore, the in- 
surance period began on November 16, the pol- 
icy had expired at the time of the death of the 
insured. On the other hand, if the insurance 
period began on the date of the delivery of 
the policy, on December 18, then the policy was 
in force when the insured died. Under the 
tule that in case of ambiguity the policy will 
be construed in favor of the insured, the court 
held that the insurance period began on De- 
cember 18, when the policy was delivered, and 
therefore a judgment was directed in favor 
of the beneficiary. Johnson v. American Cen- 
tral Life Ins. Co. of Indianapolis, Ind, —— 
Mo. —-; 249 S. W. 115. 


Benefit certificate; waiver of condition re- 
quiring delivery of policy to the insured; 
incorrect family history in application does 
Not vitiate policy. 

A policy in a benefit society was not delivered 
to the insured, but was delivered to the bene- 
ficiary and dues were accepted from the bene- 
ficiary. It was held that by such delivery and 
acceptance of dues, the society was estopped 
from denying the validity of the policy, and 


bound by the waiver made by the local camp 
in delivery of the policy, although by the pol- 
icy itself, a waiver could be made only by the 
Sovereign Camp. It was also held that, with- 
out evidence of intent to deceive, any incorrect 
statement in the application in regard to the 
family history of the applicant did not vitiate 
the policy. Sovereign Camp, Woodmen of the 
World v. Hubbard (Texas Civil Appeals), 248 
Ss. We732 

Burden of proof; remains where placed by 
pleadings. 

Although the burden of the evidence may 
shift from time to time during the course of 
the trial, the final burden of proof remains 
where it was placed by the pleadings. When, 
therefore, the defendant insurance company 
admits facts sufficient to make out a prima 
facie case, on a life insurance policy, and then 
alleges facts indicating a breach of warranty 
in the application, the final burden of proof on 
the whole case rests on the company to estab- 
lish the breach of warranty. Menzenworth v. 
Metropolitan Life Ins. Co., ——, Mo. ——; 
249 S. W. 1173. 


ACCIDENT 

Renewal of policy; when renewed policy 
is mailed to agent but is not delivered to 
insured under circumstances by which the 
insured is led to believe he is covered. 

On March 29, 1912, the insured took out an 
accident policy in the A®tna Life Insurance 
Company. The policy was for one year and 
was renewed yearly from time to time until 
1920, when the insured was informed by one 
of the local agents that before issuing a re- 
newal, the company desired to have a physical 
examination. The insured refused to undergo 
the examination. The agent took the matter 
up with the general agent, and after more or 
less correspondence, the local agent had a talk 
with the general agent, who instructed him to 
tell the insured that a mistake had been made 
by someone in their office and that everything 
was alright and that the insured need not worry. 
The insured claimed that relying on this state- 
ment, he paid no further attention to the mat- 
ter, supposing that he was protected. It further 
appeared that an agent of the company, shortly 
thereafter, consulted with some physician who 
had recently examined the insured for a life 
insurance policy and that subsequently, the 
company issued a renewal certificate and mailed 
it to its agents, renewing the policy for another 
year, from March 29, 1920, to March 29, 1921, 
but directing the agent not to deliver unless 
the insured was in good health. The insured 
was injured before the renewal certificate was 
delivered to him and brought an action after 
he was injured for the loss of an eye, claim- 
ing that there was a computed contract for 


31 


delivery of the renewal. He first sued as on a 
written contract of insurance. A few days be- 
fore the trial, the insured filed an amended 
declaration containing an additional count in 
which he claimed damages for the failure of 
the defendant to deliver the renewal policy in 
conformity with an oral agreement which the 
agent made for its renewal. The defendant 
contended that the plaintiff’s policy expired on 
March 29, 1920, and was not renewed; that 
there was no delivery of the renewal certificate, 
no valid agreement for renewal; and that there- 
fore, the plaintiff was not insured at the time 
of the accident. The defendant offered no 
proof at the trial and both parties moved for 
a directed verdict. Both motions were denied 
and the jury found a verdict for the plaintiff. 
The judgment entered on this verdict for the 
insured was affirmed. 

The court said, among other things: 

“The contract was complete when the risk 
was approved and the renewal certificate signed 
by the defendant and transmitted to its agent. 
At that time, the plaintiff had met all of the 
conditions imposed by the company in granting 
a renewal. As delivery was not necessary to 
the delivery of the policy, nothing further re- 
mained to be done by either party to complete 
the contract. * * * It is well settled that, 
where a contract of insurance has been agreed 
upon, no policy need be made out, or, if made 
out, its delivery is not essential to the validity 
of the contract. * * * In the instant case, 
there is no provision in the written contract 
that the policy shall not be in force until 
delivery. On the contrary, plaintiff testifies 
to an oral agreement with the general agent 
that delivery would not be necessary for his 
protection.” Donnelly v. Aétna Life Insurance 
Co., ——— Michigan ———; 192 N. W. 585. 

Change of occupation; right of insurer to 
determine which occupation is more haz- 
ardous. 

A policy of accident insurance contained the 
following clauses: 

“This policy includes the indorsements and 
attached papers, if any, and contains the entire 
contract of insurance, except as it may be modi- 
fied by the company’s classification of risks and 
premium rates in the event that the insured is 
injured or contracts sickness after having 
changed his occupation to one classified by the 
company as more hazardous than that stated 
in the policy, or while he is doing an act or 
thing pertaining to any occupation so classified, 
except ordinary duties about his residence or 
while engaged in recreation, in which event 
the company will pay only such portion of the 
indemnities provided in the policy as the pre- 
mium paid would have purchased at the rate 
but within the limits so fixed by the company 
for such hazardous occupation.” 
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Public Accountant 








HARRY C. LANDWEHR | 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 














Prominent Agents and Brokers 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


—__ 
JAMES H. WASHBURN, F. A, LA 
capes TiN ACTUARY , 
IFE INSURAN@E—Ordinar 
Group, Industrial and Special recat 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New Yor 


F165 BROADWAY :: NEW YORK city 











PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 








ee, 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 





LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
Auto- Nationa! Union 
National-Hartford Casualty Co. 
Philadelphia Under- Indemnity Company 
writers of America 
Stuyvesant Automobile Insurance 


BROKERS’ LINES SOLICITED 





As- 
surance 
Fidelity-Phenix  _ 
Insurance Underwriters 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


fMiume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 





ee 








3 Cedar St. New York 
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Actuarial 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 








JULIAN C. HARVEY, F.A.1.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


Ne, 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 














JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 





F. M. SPEAKMAN, C. P. A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accewantants 
THE BOURSE PHILADELPHIA 




















A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 




















WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


50 BROAD STREET NEW YORK 
Telephone, Broad 2019 








FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 


5th STREETZ& GRAND AVENUE 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 





L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 


ee 














WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of lnsuraace 


43 Cedar Street, New York 











W. H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION 


78 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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W. B. YOUNG 


CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 
430 Peters Trust Bldg. Omaha, Neb. 








— 
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Examiners and Adjusters 








8534 
" clay 
™ BASUALTY ADJUSTMENT BUREAU 
Park Row New York City 
ss Thos. Galbo, Genl. = wae 
— INVESTIGATIONS A A a 
ae BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on performances—Weshow 
ita, Send for booklet of references. Liability, Com- 
pee tion, Auto, Fire and Theft, Collision, Property 
"admiralty, Subrogations, Personal Accident, 





Burglary, Plate Glass. 








ee 


Insurance Attorney 

















Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Investigators and Adjusters—Lia- 
Dasheet oe Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 




















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











The insured changed his occupation as spec- 
ified in his application of “ice-checker, not han- 
dling’ and became a laborer in a foundry not 
handling hot metal. The company had classi- 
fied the latter occupation as more hazardous 
than the former. The court excluded evidence 
of the contention of the insured that the occupa- 
tion in which he was engaged at the time of 
the injury was less hazardous than that of an 
“ice-checker, not handling.” The court held, 
therefore, that the insured was bound with 
the terms of the policy and the company had 
the right to decide which occupation was the 
more hazardous, and a judgment in favor of 
the plaintiff was entered for the amount of in- 
surance which the premium he paid would have 
secured as a “laborer in foundry, not handling 
hot metal.” Continental Casualty Co. v. Haw- 
kins, -—— Arkansas - 248 S. W. 553. 








FIRE 

Requirement of ownership not violated 
by conveyance as security; oral evidence ad- 
missible to show insured’s deed was given 
for collateral security; proof of loss; agent’s 
authority to waive notice and proof of loss. 

A condition in a standard policy of fire insur- 
ance that the policy should be void if the in- 
sured’s interest in the property insured was 
other than unconditional and sole ownership in 
fee simple, is not violated by the assured giv- 


as 


ing a deed, absolute in form, but which was 
intended merely to secure a debt, and oral 
evidence is permissible to show that the deed 
was given as collateral security. In an action 
on a fire insurance policy, it was held that 
the evidence was sufficient to show fhe author- 
ity of the agent to waive notice of compliance 
with policy requirements as to proof of loss. 
Gervickes v. Royal Exchange Assurance Co. 
of London, England, ———- Michigan ——— ; 
192 N. W. 654. 
AUTOMOBILE 

Notice of cancellation of theft policy to 
mortgagee does not affect the mortgagor. 

A policy of theft insurance on an automo- 
bile contained the following clause: 

“Tt is agreed that any loss or damage ascer- 
tained or proven to be due to the assured under 
this policy shall be held payable to American 
Trust and Savings Bank as. interest may ap- 
pear; subject, however, to all the terms and 
conditions of this policy.” 

At the time the policy was issued, and at the 
time of the loss of the car by theft, there was 
in existence a chattel mortgage given by the 
owner covering the automobile in question in 
favor of the American Trust and Savings 
Bank, securing a promissory note executed by 
the owner and endorsed by a third person. The 
owner had given to the bank a mortgage under 
which he agreed to keep the automobile in- 
sured against loss by theft. The insurance 
policy was applied for and taken out by the 
American Trust and jank, and the 
premium was paid by the bank’s own check, 


Savings 


but the amount thereof was repaid to the bank 
by the owner of the automobile, and the policy 
was delivered to the bank and retained by it. 
Upon the application for the insurance reach- 
ing the home office of the-company at Hart- 
ford, Conn., the company ordered the policy 
canceled, as was provided for on the face of 
the policy. The local agent gave notice to the 
bank of cancellation of the policy, which pol- 
icy was delivered up to the local agent by the 
bank. Upon the loss of the car the owner 
sued for the amount of the policy. It was held 
that the owner had a right to recover, as the 
bank, as mortgagee, had no right to cancel the 
policy without notice to the owner, and the 
judgment against the company for the full 
Phoenix 
Savings 


amount of the policy was affirmed. 
Insurance Co. v. American Trust & 
Bank ct al. (Texas Civil Appeal), 248 S. W. 
S10. 

BURGLARY 

Warranty of occupancy; concealment of 
fact of subletting part of floor; no evidence 
of violence in making entry. 

A warranty in a mercantile burglary policy 
that the assured occupied the fourth floor of 
a particular building was held to have been 
violated by the fact that when the policy was 
issued one-half of said fourth floor was under 
a sublease to another firm conducting an en- 
tirely different business from that conducted 
by the assured. Jt was held also that absence 
of proof that there were visible marks of vio- 
lence at the place of entry into the premises in 
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Schwartz v. 
itdelity & Casualty Co., 120 Misc. 323. 


question precluded a recovery. 


Missouri Superintendent Invokes Retalia- 
tory Law Against Massachusetts 
Companies 

Ciry, Mo., May 15.—Thirteen 

large Massachusetts insurance companies have 


JEFFERSON 


been cited to have representatives appear be- 
fore Superintendent of Insurance Ben C. Hyde, 
May 29, to show why their licenses to do busi- 
ness in Missouri should not be revoked. This 
action by Hyde is under Missouri’s retaliatory 
statute as reprisal for refusal of the Massa- 
chusetts Insurance Department to license a 
Missouri reciprocal insurance exchange to do 
business in Massachusetts. 

The companies cited are the Springfield Fire 
and Marine, Boston; Massachusetts Fire and 
Marine; Old Colony; Massachusetts Bonding 
and Insurance; Berkshire Life; Columbian 
National Life; John Hancock Mutual Life; 
Massachusetts Mutual Life; New England 
Mutual Life; State Mutual Life; Employers 
Liability Assurance and Employers Fire. 


Republic Fire to Increase Capital 


The Republic Fire Insurance Company of 
Pittsburgh will increase its capital from $200,- 
000 to $300,000, at the same time adding $7o,- 
000 to its surplus through the issuance of 2000 
new shares at $85 per share. The shares are 
valued at $50 par. Stockholders have a thirty- 
day option to subscribe for one new share for 
each two already held. As the book value of 
the stock is well over $100 per share it is ex- 
pected that all rights will be exercised. 


Made Assistant Managers at New York 

The United States Fidelity and Guaranty 
Company of Baltimore has given well-deserved 
promotion to three men who have been in its 
employ for many years, namely, W. H. 
Eastwick, A. A. Jackson, and K. H. Wood, who 
have been appointed assistant managers at the 
company’s New York branch office. 


Appleton & Cox Appointed Marine Agents 
of Western Assurance 


The Western Assurance Company of Can- 
ada has announced the appointment of Appleton 
& Cox, Inc., as its ocean marine and inland 
marine agents following the retirement of Car- 
penter & Baker. 


C. F. Shallcross Going Abroad 


C. F. Shallcross, United States manager of 
the North British and Mercantile, sailed this 
week for England on a short business trip to 
the head office of the company. 


Iowa Blue Goose Annual Meeting 

Des Mornes, Iowa, May 17.—James S. 
McHugh, Most Loyal Gander of the Ancient 
and Honorable Order of the Blue Goose, has 
issued a tentative program for the annual meet- 
ing of the Iowa Pond, May 18. Elaborate plans 
are being laid to make it the greatest event 
in the history of the order in Iowa. 
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Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 

THAN IN YEARS. Never was there so much money in 
’ circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
SHREVEPORT, LA. 











MIDLAND LIFE INSURANCE COMPAN} 
KANSAS CITY, MISSOURI ; 


THE COMPANY. Backed and endorsed by the most substantia 


and influential business men in Kansas City 


THE MANAGEMENT. Practical insurance men of long experia { 
and conspicuous success. a7 
MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territgp 
in the country to-day. i. 


THE TERRITORY. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Sec 











GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
T'wo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of Tae SpEcTaTor, 
P. O. Box 1117, New York City, N. Y. 


RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographegg 
new policy forms on the front page of which appears in promi. | 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS } 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI. 
TARY AND NAVAL SERVICE. The new Child's Policy of 
the F. N. L. is issued at six months up and becomes a paid up © 
policy on the death of the beneficiary. Of course the F. N. L, 7 
writes the accidental death benefit and income total disability, 7 
Best territory open in Ohio, Indiana, Illinois, Missouri and 7 
Iowa. ! 


FARMERS NATIONAL LIFE INS. CO. : 
F. N. L. Building 3401 Michigan Ave. Chicago, Illinois © 

















Why Choose the Great-West Life? 


Because the company charges exceptionally low rates and pays excellent 
profits to policyholders. For many years The Great-West Life has led all 
other Canadian companies for the amount of new business issued. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office - WINNIPEG 





EXCELLENT OPPORTUNITY 


tor Reliable, Energetic men to represent us in the states 5 
{llinois and Missouri with direct Home Office contracts, Libe 
policies. 


CAPITOL LIFE INSURANCE COMPANY | 


OF COLORADO q 
Clarence J. Daly, President DENVER, COLORAD 














WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 


FEDERAL CASUALTY COMPANY = «= = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


Sold by—DETROIT CASUALTY COMPANY ~- = DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 


NEW and up to date pollens 
contracts. REAL SERVIC 

to Policy holdersand Agents, 
NOT SO BIG to lose sight of | 
individual Agents, and big” 
enough to serve its Agency 4 
and Policyholders satisfac= © 
torily. SOME GOOD terri=” 
tory in IOWA and SOUTH © 
DAKOTA open for Agents, | 


DES MOINES, IOWA JAS. H. JAMISON, Pres't § 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is desir- 
ous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract witl be given the right man. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory in the” 
State of Michigan is ready for the right man. 4 


Address: 
Ernest C. Milair, Vice-Pres. and Secretary 


GEORGE WASHINGTON LIFE INSURANCE COMPANY | 
Charleston, West Virginia. © 














SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 











ESSENTIALS OF THE FIRE INSURANCE BUSINESS 


By Edward A. Ketcham 


A 400 page book designed for the use of officials, employees | 
and students of the fire insurance business. Insurance ac-] 
counting, executive work, hazards, building construction and 
many other topics covered. 


Price: $4.50 Per Copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK! 
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